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(sorham Sterling enhances the ‘tatmosphere’’ of 


the better jewelry stores which distribute it—an 


atmosphere of impeccable taste, exclusiveness and 
¢ 

superiority. Aa hether it is a complete dinner ser\ 

ice—or a small decorative unit, or a bit of personal 


adornment Sterling by Gorham is Sterling of su 











perior craftsmanship. | his superiority is the re- 
sult of generations of research and lifelong devotion 


craftsmen to their craft. For these 


by Gorham 
craftsmen have hand-carved in Sterling Silver, hand- 


etched, hand-engine turned and hand-hammered 


to create and maintain a standard of excellence 





THE JEWELERS’ CIRCULAR 3 











without peer. L During 1930 the Gorham Company _ buyers the flawless loveliness, exclusive pattern and 
will advertise masterpieces of these craftsmenin the delicacy of workmanship which distinguishes all 
following class publications: House Beautiful, Vanity Gorham Sterling. The readers of these class pub- 
Fair, Harpers Bazar, House & Garden,/Good House- _ lications naturally will seek out the Gorham jeweler 
keeping, Vogue, American Hebrew, /and American in their community. Be prepared to fill their wants. 
Home. ‘Li advertising will bring| before Sterling Have stocks of Gorham Sterling on hand. 


. ee 








The Jewelers’ Circular, Published weekly and cdpyrighted, 1929, by the Jewelers Publishing Corp., 239 West 39th Street, New York. Entered 
as second class matter February 15, 1902, at the Post Office, at New York, under the act of March 3, 1879. Subscription, $4 per year in U. S. 
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Gis Star Watch Case Gouyont | 

extends ta it @ ustomers and 
Friends | the Compliments of the 
Season and a sincere wish for 


nl Prnspers ols an succe ves 
ev ow -_ all’. 


oe) 
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TCHWORD OF 








Smartly styled in the mode 

of today, the diamond watch 

illustrated is distinctive in 
every detail 


Illustrated is an exclusive 


Omega creation styled to 
please the discriminating 


man of today 





R. WOOD 


x gore mSty ating: 5 A ite 


Be 





igs eR St 





JEWELERS’ 


PERFECT 
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TIME AND T 








OMEGA IN 1930 


The master workmen of Omega have added in- 


ADING continental 


set the trend of watch styles with Omega. 


stylists have for years 


comparable quality. 


With the coming of the New Year, Omega again 


dominates the style world of watches. The smart- 





creations—new—distinctive—beauti- 


1930 Omega. 


est Parisian 


ful—feature the 


Standard timepiece of 87 countries—ofhcial watch 
of Europe’s great railroads—winner of hundreds 
of leading observatory awards, Omega is surely— 


“The Watchword of Perfect Time and Taste.” 














15 Maiden Lane, New Lat 3 
29 a she Madiane St. Chics — 
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T ek he we 


BECAUSE i j 


EXCELLINK 


*% Expanding Center *® 


WATCH ATTACHMENT 


EXCELLINK IS COMFORTABLE BECAUSE IT FITS. 

The patented expanding center holds it snugly to the wrist and prevents both binding 
and looseness. 

EXCELLINK IS EASY TO ATTACH. 
a most natural manner. 
EXCELLINK IS GOOD LOOKING. 
appeal for all men. 

EXCELLINK is made by an 


old established chain manu- 


The patented spring end-hook snaps on and off in 


This masculine open link attachment has a strong 


An 
ms ag 


Creation 
Trade Mark 


facturer who puts this attach- 
ment on the market only 
after careful tests. : 
It is right—and it IS Selling. 












Other “XL” 
a ° ° tions: 

The retail prices are: 
Waldemars 
Sautoirs 











$3.00 in Chromium Plate. Neck Chains in 
$5.25 in Sterling Silver. and Plate. 
$8.25 in 1/10—14K Gold 

Filled. 


(less Keystone disc.) 
Wholesalers: It will pay you 
to sample and stock Excel- 


link. 


You will immediately 
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Crea- 


“Sweetheart” Chain 


Sterling 





recognize its superiorities. 


Retailers: Until your whole- 
saler shows Excellink, we will 
ship your orders direct and 


bill through him. 








PLEASE USE THE COUPON. 








Patents Pending 

















1s RICHMOND ST. 
PROVIDENCE, R. I. 


EXCELL MFG. CO. 





* 





EXCELL MFG. CO., 45 Richmond St., Providence, R. I. 


COUPON Please Rush the following assortment of EXCELLINK Attachments: 
Chromium. .. . Sterling .. Gold filled green white 
OO? Ra aren pacer ere se er a ee . Address 
My Wholesaler Is ............ MINI Dashes ice tat iat hari naie Rie vate ue rora re eoaet ats 
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Baker Light and Medium 
Wedding Ring Blanks 


WELL ROUNDED INSIDE 


HE ring blanks in these series are made both light and medium 
and are half round. They may be had in platinum and the various 
colors and karats of gold. 


These rings enjoy great popularity and, like all the other items of our 
extensive line, they con- 


form to the Baker stand- 
ard True Uniform and 
Clean Cut. 


LIGHT—HALF ROUND WITH RIMS 





Series 390 to 394 are 
light, half round and 
are rimmed. We make 
them from 2 to 3 milli- 
meters wide. Series 290 
to 294 are medium. 
They are rimmed and 
half round too, and are 
made from 2 to 4 milli- 
meters in width. 














Series 284 to 288 are 
plain rings, are medium 
and are made in widths 
of 2 to 4 millimeters. 








All these ring blanks 
are graduated in 4% mil- 
limeter widths. 














PARER & CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St, 760 Market St. 5 So. Wabash Ave. 
New York San Francisco Chicago 
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ORME WANE ESOS 


Manulacturers of 


Jewelry in- 
latinu mayer 
SaWest 40% Street 


~ NEW YORK CITY 


RRS 
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2 oe aed ve 
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se, 


PLATINUM 





1930 


Ww 


SINCE 1901 WE 
HAVE CONSISTENTLY 
MAINTAINED THE 
HIGH STANDARDS 
REPRESENTED BY 
THIS TRADEMARK 

















SIGMUND COHN 23,o°!2 578 
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ILLINOIS 


ain SAMUEL WEINHAUS CO. oieavaieal 





COMMUNITY 

] UNIVERSAL 
TaENnTeE WHOLESALE JEWELERS PRODUCTS 
en 4.) 8:% DU PONT 

4] SEND FOR OUR CATALOG Ie LUCITE & PYRALIN 
WATCHES INGERSOLL 
DIAMONDS 720-722 PENN AVENUE ee ees 
NEW HAV 
i: peril PITTSBURGH, PA. 


SESSIONS 











Why Not Buy From 


wor HEEREN BROS. CO.? 


Watches 


Bs alle OPTICAL GOODS _wesreox 
ILLINOIS = MATERIAL and SUPPLIES ‘SESSIONS 
HOWARD WATERBURY 

A MANUFACTURING DEPARTMENT SERVICE 

Courtesy Reliability 


Quality 


Pittsburgh, Penna. 


Penn Ave. and Eighth St. 











The BUYERS’ DIRECTORY Price $1.00 


JEWELERS’ CIRCULAR 








ESTABLISHED 1888 


GRAFNER BROS. 


WHOLESALE JEWELERS 


DIAMONDS 


ASSORTMENT AND VALUES 
818 Liberty Ave. (2nd Floor) 





PITTSBURGH, PA. 
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greetings: With the passing of the 
old year, we take this opportunity to 
express our thanks to the trade for its pat- 
ronage and good will that we have enjoyed. 
May the New Year bring Good Cheer and 


Prosperity to all. 


BRISTOL SEAMLESS RING CO. 


123 LIBERTY STREET, NEW YORK 
AND REPRESENTATIVES 


A. H. DISBROW S. C. STEINMANN 
HERMAN R. HOLZNER As Hy BULLION '& CO., Irie. 


mor 4 
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HAVE YOU EVER TRIED??? 
AMERICAN PLATINUM ONE-PIECE BOXES 


For Making Your 








== FLEXIBLE BRACELETS AND NECKLACES? 


Any eweler maki o flexible bracelets o1 necklaces will appreciate the usefulness 
im ed finding he length of time that leaders among manu 


“trary 


facturing jewelers have used them testifies to their merits. To many they are 


1 standard means for making these ever popular items of jewelry 


( é é es American Platinum Boxes that recommend then 

for your use—Eleven sizes square shape, ranging from the number O for neck 

mber 8 27 to the 7 inch bracelet, also 5 sizes oblong shape for 

n bracelets—all of one-piece construction, strong without extra weight 

e with fine precisio1 They save the waste of time and metal used for 

hand made boxes, but are stronger and neater. They permit of individuality in 

es ey come ferent heights and weights as stones and costs may 
lictat [hey can be readily and firmly joined in any way you prefer. We suppl 

tw ec S € le sire | 


WHY NOT USE THEM FOR YOUR NEXT BRACELET OR NECKLACE? 
It will be worth your while to investigate. May we send you Catalog A-10? 
THE AMERICAN PLATINUM WORKS 

N. J. R. R. Ave. at Oliver St., Newark, N. J. 








Series No. 0 


HIGH LOW 


PLAIM OF GROOYED WOES 
= Urele meer 


(4 


Series No. 1 


© © 
as @P 


The above sizes are what are 
needed for necklaces and 
mesh bracelets. For these 
the boxes are made with 
Special deep groove so as to 
be specially flexible when 
joined. 


“N 
‘\ 


Series No. 4% 


HIGH LOW 
v4 ~ > 


Exactly 40 to the seven inch 
bracelet. 








STEPHEN VARNI 


and his Associates 
extend their 


EMMA ASHER DAVENPORT, Office Manager 
LILLIAN FRASER, Secretary 
LEONARD QUINTANO, Accountant 
GWYNNE RICHARDS, Sales Dept. 


Stephen Varni Co. 
15 Maiden Lane. N. Y. 











IHEARTIEST WISHES 
for a Happy and prosperous 
NEW YEAR 


ROLAND BARTOLOZZI, Sales Dept. 
GEORGE C. FERRIS, Sales Dept. 
PETER CURIALE, Clerk 
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-Ameniean Beauty 


_ DIAMOND MOUNTED. 
WEDDING RINGS 


CHANNEL SET | 














Sell them a UR Diamond Mounted 
Wedding Ring. and you will be the 
chosen jeweler in the years to 


ex @) @ alo ee 


UNTERMEYER, ROBBINSECO. | 
20 West os StLNY. — 
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IMVERGEAS @ 
ANDERSEN CO. 





























FOR NEARLY A CENTURY Ml 


MAKERS » OF » FINE 
DIAMOND JEWELRY 






































$10.00 annual dues to your State 
Jewelers Association 


$10.00 annual dues to the J. T. A. 


The above is what it will cost the average jeweler to support his trade organizations. 
Every jeweler should accord them this moderate financial support, at least. 


You can easily save the $20.00 per year, or more, by insuring with the National 


Jewelers Mutual Fire Insurance Co. bib 


For years the saving to policyholders has been 40% of the premium on fire policies, 


or $20 on each $50 of premium. 


We write policies in amounts from $500 to $50,000. 


NATIONAL JEWELERS. MUTUAL FIRE INSURANCE CO. 
NEENAH, WIS. | 
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KOHN & CO. 


and 


Their Representatives 


extend 


Hearty Greetings 


and best wishes for a 


Happy New Year 


GEO. W. BEARDSLEY 
MEINERT C. JENSEN 
GEO. W. R. MARTIN 
LOUIS K. POND 


RICHARD S. REDFIELD 
MAT. REDLINGER 
HARRY B. ROGERS 
FRED M. VAN HOUTEN 
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Toa 


Manufacturer 
Without a 
Sales Force 


? 7 
One of the oldest organizations in the jewelry 
177 | 

trade, well-known, highly regarded, and with a 

for I lers i I] 
sales force calling upon retail jewelers in all 
parts of the United States in the interests of its 
own nationally advertised products, offers its sell- 
ing facilities to some manufacturer of a product 


that can be sold to this type of retail trade. 


Che product desired is one that will include 


these features: 


| Aithough the product need not necessarily 
be an article of jewelry, it must be of such a 


nature as to be salable ina retail jewelry Store > 


, 


It should be a product that can be sold all 


the year ’round; 


> 


1 | 
] It must be a product of merit, to which this 
-ganiz -an lend II - and 
organization can end its weli-Known name anc 


reputation, 


] 
4 It must be a product on which exclusive 
sales rights for the United States will be 


granted to us; 


) It must be a product that can be produced 
11 , 

Quickly and in large quantities, 

6 It must have distinctive features that can be 


id\ ertised and emphasized 
\W/ 11] ie a | . — ] 
e will be glad to enter into discussion of detalls, 


with PRINCIPALS only. 


please write, giving ¢ omplete details of the prod- 


t 


It you are interested 


uct you have, describing its uses and pos- 
sibilitic S This must be done in order for your 
letter tO receive prope r attention. All corre- 
spondence will be held strictly confidential, and 


17 


ia , ' 
i letters will be promptly acknowledged. 


Address, P. J. 650 


Care The Jewelers’ Circular 
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takes this opportunity 
to extend 
CORDIAL GREETINGS 
and 
BEST WISHES 


for the 


NEW YEAR 


r Ty ‘ 
ZENITH WATCH CO. INC. 
Makers of the World’s Most Accurate Timepiece 


64 West 48th Street 
New York 
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A PERFECT JEWEL is a tangible thing 
...its beauty, its charm is easy 


to see, easy to label. 


Not so a fine jeweler... his strength 
is more difficult to label... but his 
finest feature is the faith he inspires 


in those with whom he deals. 


To those whose trust and help have 
made us successful ...to those whose 


success is bound with ours...we wish 


HAPPY AND 
PROSPEROUS 


eer: wo ISS DEE p oa si X 








KATZ & OGUSH, INC. 


NEW YORK CHICAGO 
33 West 60th Street - 55 E. Washington Street 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 
in Jewelry of Highest Crade 








Necklace Clasps and Novelty Jewelry 


MODERN NOVELTY CO., INC. 
126 South St., Newark, N. J. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 


18 Columbia Street 











Stern MG Go) 


lakers of the popular 


a» STERNSET —- 


RINGS 
And Pendants to Match 


Ghrough wholesalers only 


401-7 MULBERRY STREET 











BARRASSO & BLASI 


THE HOUSE OF CAMEOS 
Lady's Stone Rings — Diamond Mountings. 
Pendants — Earrings 
CAMBO BROOOHES 
Sold through the jobbers only 
81-38 Governor 8St., Newark, N. d. 


you SELL to schools, eolleges and 
raternities BUY from 


CRESCENT RING CO., Ine. 


355 Mulberry Street 


en of RINGS and PINS 


For Fraternal and Scholastie 
EMBLEM HOUSES 


We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 


Sardonyx Green Onyx Amethysts 


Also 
“2 RINGS 258 











New Jersey Jewelry Mfg. Co., Inc. 


60 Columbia Street 


Manefecturers of Waldemars, fine geid and platinum 
chains, swivels and spring rings in geld and piatinum. 
Variows kinds ef Faney Links—Plain or Enameled. 


Phone Mitchell 2569 


HENDRY RUFEISEN-INC 


MANUFACTURERS OF 


RINGS OFAAQUALITY 


126-128 South Street 
Ohicago Office, 81 N. State St. 


BARTELL & MILLEF 


Manoufecturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request 











RINGS— a speciatty with 


Louis Bleiberg 
336 Mulberry Street 


Sterling Fireless Sliver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON 4& CO. 
All Steriime and Fine Sliver: Relling fer the Trade 


ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2496 











What le the 
Jabel Ring Mig. Co. 


putting out now? That ts the question 
the ring trade is asking. 401 Mulberry &t. 


SEND FOR SAMPLES 
INKLESS 
TOOLLESS 
ARCH CROWN MFG. CO. 
82 Warren &t. Newark, N. J 


T f CGS WASHABLE 
ALL COLORS 
Originators and Patentees 








WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Yel. Market 7448 91 Oliver Street 


Y% te 2 carat 18K Engagement Ring 
mountings ornamented with emall 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth 8t. Newark, N. J. 


THE GENERAL ALLOY CU, or 


Correct : White, Green, 
Alloye & Soldere Yellow and Res 


WEDDING RINGS 





Cc. B. W., Inc 


10, 14 and 18K Rings—JobBbers Only 


891 Mulberry Street Tel. Market 8320 
New York Office, 98 Nassau &t 








Gold and Piatinum Solders— 
“Clinton Alloys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


81-93 East Kinney St Newark, N. J. 


the HELEN MFG.CO. 
Ring 2s ean St GS 
GS & MOUNTIN 


L. FRITZSCHE & CO., In. 


Manufacturers of 
Piatinum and 14Kt. Gold Jeweiry and 
Flexible Bracelets 
480 Washington Street 











Wefferling, Berry, Wallraff Go., Inc. 
Makers of 
FINE siatenatoen JEWELRY 
Eight Rose Street 








M. ALEXANDER 


GOLD RINGS 


Tel. Mitchell 1453 60 Columbia St. 








Jewelers’ Settings and Soidersa 
Refiners and Smelters 


BAKER & CoO., ING. 


Murray and Austin Sts. 














————— 











G) 











bo r all 
the Jewelry 


World. 
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Soa hance of oOrid -Wide rent ali iden 


fificet r )}) ol Sl/ fe rl )] \\ it iF (°7 ftsmanship. 
EDWARD L. STERN & BRO. INC. 
IS Ole of mec rors NoOst Tir S nitebed IT) { ik wes 


iter, /" } J 2 a i f 
making Of watch b wids. lt 8a subsidiary or 


O mization of Jaca ( l\ Ie s ( rice ¢ ompany. 











INTERNATIONAL 
/mportance 


The 


TAVANNES WATCH COMPANY 
of Swiberland 


and 


EDWARD L.STERN & BRO.» 
of New Jork 


if? eee a mergiuig al ie lico 
organizations. a al ii come 


aieidal tia foc CServiree a 


on oe fhe jemeiw on an 


‘Hective January lirst. IO? 
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‘oe our many friends : 
i 


we extend heartfelt 


Greetiuys 


yeas 


in the spirit of 
Good CAill 


ms 

i 

i 

i 

i 

i 

i 

i and 

mY Cordiality 
i 

nf for a most 
nf Prosperous and Happy 
i 

i 

i 

i 

i 


i 
i 
i 
i 
i 
and sincerest wishes af 
i 
i 
i 
i 


New Year 


a 


ES 


S 


i 

i 

Schless-Harwood Co. if 

i Diamonds if 
nf 2 West 46th Street, New York af 
sak 


Mr cece eee Soa ae 
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Genuine 
ANTIQUE JEWELRY 
In Silver and Gold 


Nothing suits the present vogue of femi- 
ninity better than antique jewelry set 
Wy - . 

Our assortment of Necklaces, Lockets 
and Chains, Bangle Bracelets, Flexible 
Bracelets and Costume Pieces is priced 
from $5.00 up in silver, and $15.00 up 


FO 


Vemo selections to responsible stores. 


LEO ELWYN & CO.,, INC. 


23 West 55th St., New York City 









































||| ALMosT A CENTURY OF EXPERIENCE _ |ff| 


is in back of every Ketcham & Automatic Eyeglass Holders 
McDougall product. Founded illustrated herewith—are no 
in 1832—when we supplied exceptions to our century old 
the trade of the day with standards. Each is a modern 
thimbles—we have always kept design, attractive, novel and 
abreast of the trends and ppractical. Perfectly finished in 
styles. And we have 14K White Rolled Gold 
always featured qual- and guaranteed against 
ity, workmanship and defects—these Moderne 
value. Automatic Eyeglass 
Holders are salable, 
profitable merchandise. 





The f our Moderne 





Write for Our Illustrated Price Lists. 


KETCHAM & McDOUGALL, INC. 


15 Maiden Lane Established 1832 New York 




















anmanae 





ESTABLISHED 1870 


\\ 


™\ 
+ x 


% 


Wil 
WE aed Oyj 






eG yy, 
y = 
Nyy nn nt 


y? a 
Day niin 


JOHN W. BLOCK 


Manufacturing Jeweler 
22 WEST 48ru STREET 
NEW YORK 


Fancy Cut Diamond Jewelry 
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GOOD 


NEWS FOR 
1930 







Cyma wholesalers will be glad 
to learn that beginning with 1930 Adolphe Schwob, Inc. will 
concentrate its efforts on the Cyma Watch. GC TheC) ma Watch 
as is well-known in all countries of the world is manufactured 
in the great watch factory owned by the SCHW OB family 
of Switzerland. G This world-famous factory manufactures 
the WHOLE CYMA MOVEMENT in all. sizes. 
All movements are uniform. CG The factory has the finest 
technical staff in the world, employing nearly two thou- 
sand craftsmen whose daily output is approximately four 
thousand watches. Gg It took years of technical experi 
ence to produce the Cyma Watch, under the close 
supervision of the world-renowned watch family of 
SCHWOB—a family whose members not only 
manufacture the CYMA but, residing in all parts 
of the world, also distribute it.G, The C; ma Watch, 
as always, will be merchandised and distributed 
throughout the United States solely by Adolphe 


Schwob and his sons. This guarantees continued 





and increasing popularity for the Cyma Watch 






as well as more prestige and greater profits 





to all who sell it. 


ADOLPHE SCHWOB, INC. 


48 West 48th Street 


New York 
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BUY ML 


NEW YORK 


Newey Yo 








NEW YORK ... World Market Place ... Serving the discriminating, and also the millions . . . 
Facing the centers in Europe, close to all the world ... With its smart shops and clever craftsmen 
. . . Fashion Center and Focal Point of awhole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, Curistice & Co 
“Orienta’ Pearls 


65 Nassau St 


BADGES, EMBLEMS, MEDALS 


Digeces & Cxiust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CHRISTIAN BeEcKEr, INC. 
Balances (Diamond and Gold) 


92 Reade St 


CLOCKS 

Norman M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 

Poote Cxiock Div.—Morse Prop., Inc. 233 
Spring St. America’s Most Accurate Timepiece. 


Henry Socuarpd, 3 Maiden Lane Importers 
of Fine Desk, Boudoir, Traveling Clocks 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 
Decorated Crystal and Silver Mounted Crystal 


CHINAWARE 


Mappocx & Mutter, Inc., 39-43 W. 23rd St. 
‘Royal Worcester China” 


DIAMOND IMPORTERS AND 
CUTTERS 

BaumGoLp Bros., Inc. 
Diamond Cutters 

BirnpauM Presset Co., INC 62 W. 47th St 
Diamond Cutters 

Cuas. P. GotpsmitH & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 

Jewe.-Gem Co., Inc., 145 W. 45th St., Lapi- 
daries & Importers of Diamonds & Other Stones 


62 West 47th St. 


Sxuiman Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W. G. Rings 
J. R. Woop & Sons 15 Maiden Lane 
Diamond Cutters, Jewelry Mfrs., Omega Watches 


DIAMOND JEWELRY 

C. V. Douvcuerty Co., Inc. 7 W. 45th St. 
Plat., Diamond, Seed Pearl and Jade Jewelry 

Morse Bros. 64 West 48th St. 
Diamonds and Diamond Jewelry 

Srarcer & Sons, Ine 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 





FOUNTAIN PENS AND PENCILS 


Pen-O-Grapuic Pen Co. 152 W. 42nd St 
Mfrs. Combination Pens and Pencils 


NOVELTIES 

Victor E. LEepErrer 123-125 West 33rd St 
Adv. Souvenirs for Store Openings, Anivs., etc 
Max SINGER 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PEARLS 


Papazian Bros., Direct Importers, 2 W. 46 St 
Undrilled & Seed Pearls, Zircon, Jade, Coral. 


PLATINUM CHAINS AND MESH 
Corsetr & Berroione, Inc. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 

R. J. BLuMenTHAL 65 Nassau St., 
Jade for Manufacturers—Beads 

R. A, BrerpensacH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 

Max DurArrourc, Lt. 580 Sth Ave. 
Synthetic Calibre, Ring Stone, Importers 

Jures Franxurn, Inc. 452 Sth Ave 
Pearls and Precious Stones 

ALFrep La Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 

Max NatHan Co. Estab. 1886. 68 Nassau St 
Pearls, Precious, Imitation Stones. Mail orders. 

Supreme Stone Imp’t Co 37 Forsyth St. 
Encrusting, Jobbing Stones, Mail Orders Filled 

J. L. Warner Co., Inc. 36 W. 47th St 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
ARAX Jiry. Mrc. Co., INc. 74 W. 46th St. 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewexry Co., INc. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
Boyayran’s Sons Co., Inc. 64 W. 48th St. 
Seed Pearls and Art Jewelry Manufacturers 
InpDIA JEWELRY Co., 307 5th Av. East Indian, An- 
tique, Enameled, Gold, Silver, Real Stone J’l’y 
Jacoss & Lesov, 83 Canal St. Manufacturers 
Oriental Costume Jewelry, Special Order Work 
KERPEN BROTHERS 353 Fifth Ave. 
Genuine Amber Beads & Amber Jewelry 
Mortimer B. KiInc “The House of Jades” 
Necklaces, Costume Jewelry. 65 Nassau St 


REAL STONE GIFTWARE 


Avucust DInceLpern & Son 551 Sth Ave 
Real Stone Ash Trays, Special Order Work 





PRECIOUS METALS 
Baker & Co., Inc. 30 Church St. 
Jewelers’ Settings and Solders 


JouHnson, MattrHeEy & Co., Inc. 15 W. 47th St. 
Platinum and Other Precious Metals 
REPAIRS FOR THE TRADE 


SAMUEL BERNARD 22 West 48th St. 
Repairers: Watches, Clocks; Timeology 


S. HEtier & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 
Kine & Co., 40 John St. 


Repairers, Silversmiths, Jewelers 


I. RosENBAUM 36 West 47th St. 
Fine Jewelry Repairing—Special Order Work 


Factory P, T1igcHE 93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 


RINGS, RING MOUNTINGS 


DATTELBAUM & FRIEDMAN 1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


SEED PEARL JEWELRY 


Eastern Peart Co. 64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 


SILVERWARE 


Dersy Sritver Co.s 10 Maiden Lane, World Re- 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


AvPpHeus L. Brown 15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 


Cortesert WatcH Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

Lussac WatcH Co. 12 John St. 
Importers of Swiss Watches of all prices 

A. SHaptro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I. TANNENBAUM Co. 121-123 Canal St. 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 

Kriecer & Dranorr, 10 W. 47th St. 
Direct Agents for Bulova Watch Material. 

Picxorr Bros., 56 Christie St. Am. & Swise 
Materials, K.K., G.S. & Standard Crystals. 








oe eye ME eS A AER RTT TS TL ST ST TTR ECA SG mee Ls aes 











December 26, 1929 THE JEWELERS’ CIRCULAR 27 





To OuR FRIENDS 















































eee ae - We extend our sincere good 
wishes and our earnest hopes that 
A 
THE YEAR 
H 
A 1930 
P 
P welll 
Yy 
N HAPPY AND PROSPEROUS 
E : wn 
. FOR YOU 
W 
FE 
AL GOLDSMITH, STERN & CO. 
R Established 1868 
] 136 West 52nd Street New York. N. Y. 
sy) 
c 
0 


























THE 





JEWELERS’ 





CIRCULAR 











4, os rane L 


SILHOUETTE 


When a woman wants to describe in a single word 
the lines and contour of a hat, or a wrap, she 
dips into the vocabulary of fashion and says... 
“silhouette.” So. most appropriately, the name 


of the new 1847 
SILHOUETTE. 


Rocers Bros. pattern 


For this pattern has the same lines of fashion as 
a Paris frock. or hat, or jewelry. The same slim 
elegant fundamental lines that say good taste. no 


matter where they appear. 


When you can talk silverware in terms of clothes 


the eager ear of every 


and fashion you have g 


woman. 









Individual 
Salad 


Fork 


Responds ... Believes. And 


She understands... 


buys with less resistance. 


So the name of this pattern is a name of fashion 
of Paris 


Silhouette. 


of femininity itself 


1647 ROGERS BROS. 
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Trecions edi tones 


The Only Portable, Convertible, Imperishable 
Investment at All Times 


By George Frederick Kunzt 


portability and convertibility. 

Precious stone material is the same as it was thou- 
sands of years ago, unchanged since formation. The 
possession has given more joy than any known material 
and when death takes the owner they are passed on by 
inheritance or sale, giving added pleasure and joy. 

Precious stones can be sold for money which is of 
established value; they bring relief to widows and 
orphans; and in the great World War and the aftermath 
of the war, in Russia and other European countries, there 
are many instances on record in which they were the only 
objects that it was possible for the owner to flee with, 
sometimes at only half an hour’s notice, and, as they have 
no international mark as would a coin or bank note, they 
could be converted into the money of any country to which 
a refugee departed. 

Hard as precious stones are, they are cut into almost 
microscopic size; so small, that diamonds are cut 400 to 
the carat: 60,000 to the ounce, yet one of the Cullinan 
diamonds weighs 580 carats. 

Many precious stones have such value that a million 
dollars’ worth do not weigh more than a few ounces. A 
million dollars’ worth can be carried in a waistcoat pocket 
and the swimmer would never feel the weight should it 
become necessary to leave the ship; but $2,000 worth of 
gold would sink him, whereas the million dollars’ worth 
of jewels would not affect him as the specific gravity is 
only 2.7 to 4—not more than three or four times the 
weight of water; whereas gold is 19.33 or more than 19 
times the weight of water and, in fact, has no buoyancy. 

Gems can be sold anywhere, whereas minted gold, in 
time of war, would cause the arrest of the bearer. Gems 
are generally bought to bring happiness to the wearer or 
to give the purchaser joy. The value of jewels imported 
in the United States was $1,500,000,000, the increased 
present value is estimated at $5,000,000,000 in 1929. 


CP portabitty and consists of indestructibility, rarity, 


*Reprinted from the Pre-Convention Number of the A.N.R.J.A. 
Bulletin 


+The gem expert of New York 


The mines, the work- 


ing, the cutting of 
jewels support such 
great communities as 





Kimberley, Transvaal, 
and the Congo in Cen- 
tral Africa, British 
Guiana, as well as certain cities in Brazil, South America, 
Amsterdam, Antwerp and other cities, not to overlook the 
original home of the diamond plants of India. 

The earliest use of precious stones began with the rough 
pebbles, to the fine antique gems, to the great stone vases 
of the Russian nobility and then until the mining of 
diamonds, emeralds, sapphires, rubies, into fine gems for 
the royalty and then for those of the republics—our coun- 
try using nearly one-half of all that are produced. 

In the eighteenth century Sir Henry Philip Hope as- 
sumed and cancelled the debt of Brazil by the turning over 
to him of the diamonds produced from time to time in 
Brazil. 


oA S already stated, gems can be disposed of in war 
time, whereas money would be recognized as_ be- 
longing to an enemy country and only a few pounds of gold 
could be carried and, unless melted, which would cause sus- 
picion, it would identify the owner, who would be detained 
as an alien; and in a shipwreck it would sink the swimmer. 
Only a few pounds of money could be carried, but several 
hundred thousand—even a million—dollars’ worth of dia- 
monds, pearls, emeralds or rubies could be carried safely; 
and in the case of shipwreck, the swimmer would not feel 
the weight. Diamonds, pearls, emeralds or rubies could 
be sold in any country in the world without being recog- 
nized as of foreign origin, with more facility than gold. 
As to the unchangeability and permanency of value, 
the Regent Diamond, sold to France in the time of Louis 
XV, today, after changes from kingdom to republic, con- 
sulate and empire, and again to republic, is itself un- 


(Continued on page 51) 
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How Julius C. Walk & Son features bags 


EWELERS all over the United States are missing 
good business by not stocking and pushing leather 
goods with more activity. 

In a recent survey of the activities of jewelers handling 
leather goods in the United States and Canada THE JEWEL- 
ERS’ CIRCULAR finds that some jewelers give but little at- 
tention to this line, some confining their stocks entirely to 
a few gold trimmed items, while others practically stock 
no leather goods at all. On the other hand, other jewelers 
are finding in leather goods a very profitable department, 
one that bulks quite largely in the total sales volume of the 
year. 

The most outstanding successes in the retail field of 
business are found among firms that are expanding 
through the addition of lines that fit in with the general 
policy of the business. These firms build up success by 
giving the people what they want, choosing from the many 
possible avenues of revenue those lines that bring a profit- 
able return, and build up a volume of sales. 

One of Chicago’s most outstanding jewelry establish- 
ments does a volume of business in leather goods amount- 
seven and one-half per cent of the total annual 
business. This is more than the average jeweler realizes 
in plated silverware, in sterling hollowware, or in sterling 
flatware. It is a larger percentage of the annual sales than 
realize in clocks, stationery and optical 
goods combined. A jeweler in Bangor, Maine, did even 
better with leather goods, securing a volume equal to 8.6 
per cent of his total business, while a Montreal, Quebec, 
firm did 6.36 per cent in leather goods last year. 


ing to 


some jewelers 


¢ HESE figures show the possibilities in sales when a 

representative stock is carried by the jeweler. Fig- 
ures secured from other jewelers do not show up as well, 
although some of them are fairly satisfactory. The fol- 
lowing figures were secured in the survey made by THE 
TEWELERS’ CIRCULAR: 
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oney in Hine 


eather Goods 
hor the | Jeweler 


Some Figures on Sales Secured by Research 
Department of the Jewelers’ Circular 


Volume in Relation 
to the Total 
Business 


Location Per Cent 
3angor, Maine 8.60 
Cec Ae aS @ fas 3.00 
poston, Bags. (2)... ...6.06.ceee ess 1.20 
Bridgeport, Conn. ................. 0.70 
Buffalo, N. Y.. 2.00 
(002 ORR: | | a re a 7.50 
Gmemneati, Ohio... 65. .sk ci dsaecsac 0.80 
RENIN AM sh wes esas vacaiavajanbe 4) 0.40 
Dayton, Ohio 2.00 
Los Angeles, Cal 0.02 
ae 3.3 
Miami, Fla. 1.00 
Milwaukee, Wis. 1.50 
Mobile, Ala. 6.86 
Montreal, Quebec 6.36 
a Re) | Oe | a rc a 3.00 
St. Louis, Mo. (1) 1.00 
St. Louis, Mo. (2).. 4.40 
Yonkers, N. Y 0.007 


These reports are actual figures given by representative 
firms in the various cities given. They are of most value 
because they show such a vast difference in the volume 
secured in the stores represented. This difference is en- 
tirely due to the activities in the stores reporting large 
volume, and to the inactivities in stores reporting lesser 
volume. The average of the entire number is 2.77 per 
cent, ranking in volume with other departments consid- 
ered more strictiy as jewelry lines. 

A fairer method of showing the average volume of busi- 
ness possible in leather goods is to eliminate those firms 
doing little with the leather goods line. An average taken 
of the 14 stores reporting at least one per cent volume 
shows up better for leather zoods, amounting to 3.62 per 
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cent of the total sales. By eliminating those stores re- 
porting under two per cent of leather goods volume we 
find the average is 4.6 per cent of the total sales. 


F these figures prove anything, they prove conclu- 

sively that leather goods are a good line for the 
jeweler to stock and push. They show the possibilities for 
sales in jewelry stores that give leather goods any promi- 
nence in their stocks. They also show plainly the loss of 
possible business in the stores reporting small volume. 

In these days of intense competition in strictly jewelry 
lines the jeweler should give these figures careful thought. 
There is need for expansion in the jewelry stores of the 
country. More business is needed to make the jeweler a 
successful merchant in the eyes of modern business men. 
If more volume cannot be easily attained in the original 
lines composing the jeweler’s stock it is advisable to add 
lines that will bring a greater volume, and from the ex- 
perience of successful jewelers it is conclusively proved 
that volume in leather goods can be secured. 

Many lines of leather goods are in popular demand. 
The department stores do an immense business in hand- 
bags alone. It is true that the volume of business is done 
on popular priced lines, but it is surprising the amount of 
business done on the more exclusive items, the items the 
jeweler can sell, as well as others. Fitted bags, with their 
ivory and silver fittings are distinctly a jeweler’s line. 
Leather purses and billfolds and leather novelties of the 
better grades also fit in with the jeweler’s conception of 
quality items. 


OW can the jeweler expand his leather goods busi- 

ness? That is a natural question for jewelers to 
ask when considering the possibilities of a leather goods 
department. The requirements of a successful depart- 
ment may be stated as follows: 

1. Suitable location for a department. 

. Adequate space for the department. 
. Adequate stock of varied proportions. 
. Active merchandising of the line. 

Eliminating the few jewelry establishments where space 
for a stock of leather goods cannot be found, it is possible 
for the jeweler to have a leather goods department that 
will find a suitable location in adequate space. In some of 
the larger stores it is a possible means of rounding out 
the merchandise arrangement by filling space that other- 
wise is going to waste, space that produces a feeling of 
emptiness in the minds of customers entering the store. 

An adequate stock is necessary if a volume of business 
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is to be secured. People like to deal where variety can 
be obtained, where their requirements can be met. Just 
which lines to which the jeweler should give most promi- 
nence must be left to the individual jeweler. He should 
study the needs of his community, his competition and his 
policy of doing business. 

The competition of other stores should be considered, 
not through fear of that competition, but through the op- 
portunity that competition leaves open to the jeweler. If 
other stores are pushing the cheaper lines, as is very often 
the case, the jeweler sees his opportunity in the higher 
grades. But it must be remembered that an adequate 
stock must include a few of the popular priced items in 
order to make the department representative. 

The jeweler who does the bulk of his business on popu- 
lar priced lines will probably find it advisable to stock a 
larger proportion of popular priced lines of leather goods, 
but he should not forget the possibilities of the better 
grades in doing so. 


GPDY a study of competition the jeweler finds out the 

lines he can offer to his customers that are not already 
“done to death.” He should allow other stores to sell goods 
on a price basis and adopt quality standards for his own. 
There is no profit in cut-priced lines. These should be 
avoided entirely. 

With a stock of leather goods adequately housed in a 
department in a suitable location in his store, the next 
thing the jeweler has to do is to go after business. This 
can easily be secured through proper display and efficient 
advertising. It is unreasonable in these days of active 
competitive retail business to expect that goods will sell 
just because they have been bought and placed in the de- 
partment. Goods have to be sold these days through 
active opposition to other demands on the public. Leather 
goods are no exception to the rule. 

If the jeweler is confident that he has an adequate stock 
of leather goods to meet the requirements of the public 
he should make known the facts. Through newspaper ad- 
vertisements and direct mail advertising he should advise 
the prospective customer of what he has for sale. 

Leather goods can be advertised as gifts, as well as any 
other item he sells. This line fits in well with his other 
gift items. Much can be done in advertising the leather 
wedding anniversary, a sadly neglected anniversary by 
most jewelers. But leather goods can be sold as a utility 
as well as a gift. People need leather goods every day of 
the year, and every day of the year should find the jeweler 
active in pushing leather goods. 

(Continued on page 57) 
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Leather goods advertising by well-known jewelers 
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The Recognized Authority of the Trade 


The Old Year Ends—Prepare for the New 


Y the time this issue is read by the great ma- 

jority of our readers, the holiday trade will 

have ended, and the jewelry business for 1929 
will probably be practically complete. True, the 
after-Christmas trade in some parts of the country 
may be a slight factor in adding to the business done 
for the year, but not enough to vitally affect the posi- 
tion of the jewelry business of the current year in 
relation to the 12 months’ figures of previous years. 
What they will be is still to be determined, but we are 
glad to say that the later reports received almost up 
to the time of going to press show a development in 
Christmas trade that is distinctly gratifying. Many 
jewelers who did not report the same volume as they 
had last year, report an increased number of sales, 
while others report increases in both sales and in 
total amount. In some parts of the country sales 
fell off in comparison with last year, but, as a whole, 
as far as we can see at the present time, the Christ- 
mas trade was far ahead of what the pessimists pre- 
dicted after the Wall Street crash. 

One thing is certain, and that is, that the biggest 
business went to our really enterprising merchants 
who made the proper efforts to sell, and carried stocks 
adequate and sufficiently varied to meet the demands 
of their customers. 

It is the general impression throughout the country 
that we are again entering on business conditions 
that can properly be described as “normal,” with an 
excellent chance for development as time goes on. 
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Now is the time for safe and sane business methods, 
as well as the time for the merchant to make every 
effort to study his own particular problem, determine 
what are the wants of his customers, and carry stocks 
that will satisfy these wants. I+ is a time when he 
should follow the advice broadcas’, last week, to the 
public over the name of Barron Collier: ‘“‘Buy Gener- 
ously—Without Extravagance” and “Save Consist- 
ently—Without Stinting.” It is no time for either 
reckless expenditure or foolish parsimony. 





The Census of Distribution 


HE Government is about to embark in an ex- 

periment in which every merchant, and particu- 

larly every jeweler, should take considerable in- 
terest. As announced previously in THE JEWELERS’ 
CIRCULAR several times, the Department of Com- 
merce is to take a census of distribution, the first 
nation-wide gathering of statistics regarding busi- 
ness of our wholesalers and retailers, which has ever 
been attempted either publicly or privately upon such 
a broad scale. 

The results of this census, if proper cooperation is 
given to the Department by the merchants of the 
country, will not only be far-reaching in bringing out 
facts about the tendency in business today, but should 
result in information by which we will learn how, 
when and why profit is being made and what can be 
done to overcome unnecessary losses that have been 
affecting the distributor for years. 

According to a notice from the Department of Com- 
merce, every dealer in the country will be canvassed, 
each will be asked questions about his business, his 
employes, his total inventory, and the kind and vol- 
ume of his sales. He will be asked for the chief items 
of his expense, but here it may be mentioned that no 
attempt will be made to discover the amount of his 
profit. Answers to the question are required by law, 
but the Census Bureau will hold all information in 
strict confidence even from other departments in the 
country and when published in the way of totals, the 
information given will appear in such form that in- 
dividual operations are revealed in no way whatso- 
ever. 

Now, to take this census, it will be necessary to in- 
terview approximately 2,000,000 wholesalers, retail- 
ers and other distributors, who, on an average, will 
be asked over 200 questions. If these questions are 
properly and honestly answered, the whole country 
will benefit and we, therefore, urge every retailer and 
wholesaler in the jewelry trade to whom the blanks 
are submitted to answer freely and fully, without 
reservation, in the knowledge that no information 
that he can give will in any way hurt him or be used 
to his detriment, but, on the other hand, the work, 
when completed, will prove of great benefit to him 
individually as well as for the country at large, for 
eventually the mass of information gathered can be 
put to use: 

1. By individual distributors to compare their 
business with the group average either nation- 
ally or locally. 
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2. By merchants’ associations for the further- 
ance of the group interest. 

3. By manufacturers and manufacturers’ asso- 
ciations for national and geographical anal- 
yses of sales possibilities. 

4. It can be used in a general way to show the 
strengths and weaknesses of our distributive 
system and to aid in the elimination of waste. 

We trust that the wholesale and retail jewelers of 
the country will be found practically as a unit among 
the distributors who will establish themselves as spe- 
cial cooperators with the Bureau of Census, for the 
schedules of such cooperators will be so designated 
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attorneys, not only as to the jurisdiction of the body to 
whom such laws are submitted but also of the deci- 
sions of the court that have interpreted auction ordi- 
nances in the past. Important as a proper auction 
ordinance is, an improper auction ordinance is worse 
than nothing, for it defeats its own end unless it can 
be properly sustained should it be taken to the courts, 

Here is an instance to which can properly be ap- 
plied the old saying that “whatever is done, should be 
done right or not at all.”’ 


Edison Against “‘Price Cutting” 




















and will receive special DVOCATES of the 
treatment in tabulating Capper-Kelly 311] 
and otherwise. : ENTER (eX now in Congress, 
1930 A. that seeks to aid resale 

‘ ; price maintenance’ by 
Auction Ordinances Pe pte 2 makine legal, voluntary 
UCTIONS are always EXIT AA contracts between manu- 
with us but at no 1929 j facturers and dealers on 

time are they more this subject, are most 
numerous or active or hopeful of the outcome of 
the legislation. Recruits 


thoroughly upsetting to 
the trade than during the 
Christmas holidays, and 
this year has proved no 
exception to the rule. 

We deeply regret we 
have not been able to give 
more encouragement to 
many jewelers who have 
written us for aid in sup- 
pressing these auction 
sales, some of which have 
borne earmarks of an en- 
tirely illegitimate charac- 
ter and many have been 
conducted by firms who 
had only recently started 
in business. But we must 
again call attention to the 
fact that no matter how 
annoying an auction sale 
may be to a regular retail 





New Vear’s Greetings 


ith the passing of the 

old pear The Jewelers’ 
Circular wishes to express 
its genuine appreciation of 
the good will and cooperation 
of its manp friends through: 
out our great industry and 
to wish every jeweler, every: 
where, a full measure of 
health, happiness and pros: 
perity During 1930. 


and supporters, it is re- 
ported, are coming from 
all directions. Among the 
most prominent of the 
recent supporters of the 
movement, whose letter to 
Congressman Kelly is now 
being featured by price 
maintenance advocates, is 
the famous and veteran 
inventor, Thomas A. Edi- 
son, who wrote: 

“Fair competition _ be- 
tween manufacturers is a 
good thing and will inevit- 
ably result in fair prices to 
the public. The competition 
developed by the price cut- 
ting methods of certain re- 
tailers is harmful to the 
manufacturer, destructive 
to the legitimate dealer and 











merchant, the courts and 














of no lasting benefit to the 





legislatures have for years 
considered them a legiti- 
mate method of disposal of surplus or distressed mer- 
chandise and any attempt to suppress the auction per 
se is futile. Merchants seeking regulations of these 
auctions should confine their efforts to the suppres- 
sion of fraud and the protection of the public against 
misrepresentation as to quality and value. Auction 
ordinances or laws that seek to suppress auctions un- 
der the guise of regulation are almost sure to be de- 
clared null and void by the courts. 

There is nothing more important to the jeweler 
than a proper auction law and he should be the first 
to work for and support a movement for such legisla- 
tion, but he should make it a point to see to it that 
no bills or ordinances on the subject are introduced 
hastily in his local governing body, at least until a 
careful investigation has been made by competent 


small portion of the public 
temporarily affected by it. I heartily approve of the 
Capper-Kelly bill.” 

No man stands higher in the esteem and respect of 
the business public than Mr. Edison, and his curt 
statement of the evil effects of predatory price cut- 
ting, is expected to have a profound influence on the 
consumer as well as upon congressional sentiment. 








In Copenhagen there has recently been held a very 
interesting exhibition on occasion of the 500th anniver- 
sary of the goldsmiths’ association in Copenhagen. 
The Danish goldsmiths’ organization undertook the 
arrangement of the exhibition under the approval of 
the King of Denmark. All of the outstanding firms of 
the gold and silverware branch were represented and 
the exhibition was visited by many from abroad. 
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The idea was to 
show the public 
the evolution in 
jewelry styles. 
The exhibit in- 
cluded East In- 


dian jewelry 


Displays [hat Stop the ‘Passerby 


How Cleveland Jewelers Build Prestige and Business 


WO windows in a Cleveland jewelry store that at- 
tracted an immense amount of attention are illus- 
trated. The jeweler is the Webb C. Ball Co., 

Euclid Ave., which is noted for its clever and original 

displays. 

The one window might appropriately be called “The 
history of jewelry from the dawn of civilization to the 
present day,” because it showed many pieces of the jewel- 
ers’ art dating back hundreds of years side by side with 
the newest styles in jewelry. Many of the pieces were 

East Indian, and the idea behind the display was to show 


in style and also to show that the 
detail, etc., are used today as in 
examples shown was an Arab 
box several hundred years old, and by its side a 

silver humidor. Various Oriental rings were 
with those of today. Ornate necklaces, glittering 
and encrusted with gems, together with the modern pearl 
and other styles, were also featured. The cloth 
background was of sea-green silk with a 
border exquisitely worked by hand and was 
a Burmese woman, that land 


the public the change 
precious stones, 


times. Among the 


same 
ancient 
smoke 
modern 
shown 


necklace 
drape in the 
golden grape 
part of the 


bridal robe of 





Christmas cards were 


featured early in the show 


Cleveland, Ohio 


window by Webb C. Ball Co., 
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The Webb C. Ball 
Co.’s 60th anni- 
versary Vas 


marked by the 
of the 


firm’s first branch 


open ing 
store in a resi- 


dential district. 


depicted in the poem by Kipling, “On the Road to Manda- 
lay.” 


1A NOTHER drape shown in the left of the photo is 
C the lining from an Arab’s tent and is reputed to 
be centuries old. 

The modern flapper found much to interest her in the 
outfit worn by the Sindh Hill girls of India at their 
dances. This consists of a nose ring of large dimensions 
which was clamped to the nostrils, made of gold and set 
with emeralds, sapphires and pearls. There were also 
anklets, bracelets and necklace, heavily encrusted with 
gems. 

Another feminine adornment is a hair box made in a 
rounded pattern which is carried under the arm. A photo 
in the window portrayed the Patriarch of Cairo, a ven- 
erable looking old gentleman. Nearby is a Moorish sword 
with intricate design. 


N the central background is a large open book whose 

leaves are a golden yellow and which bears this mes- 
sage: “The Evolution of Beauty.” Since the beginning of 
time man has bedecked women with jewels. From the 
necklaces of berries in Eden to the crude iron rings of 
the Roman Empire, they pass into the splendor of the 
jewels of today. To the Orient, land of mystery and ro- 
mance, we travel to obtain from their native hills the 
precious sapphire, ruby, emerald and jade. 

To the modern woman does the Webb C. Ball Co. pre- 
sent these jewels, mounted with exquisite workmanship 
into brooches, rings and bracelets, bringing to her the 
grace and beauty of the past with the charm and style 
of the present. 

Another window was a reminder that Christmas is not 
far off, although summery weather still prevailed. It was 
devoted to the display of French Christmas cards, spe- 
cially imported by the company. In order to give the dis- 
play a French atmosphere and as a means of attracting 
attention, a replica of the last helmet worn by Joan of Arc 
was shown in the background, together with a short his- 
tory of this famous woman. Other objects of interest in 
the window were a Russian icon and a picture of an old 
Italian Madonna and Child. 





T he comp an Y 


caters to a high 
class trade. Many 
live on the 


Heights. The new 
store obviates the 
inconveniences 


of parking, etc. 


HE window attracted an unusual amount of attention 

and stimulated the sale of the cards to a surprising 
extent. The idea of purchasing Christmas cards at this 
time seemed to meet with favor by many. There is not 
only a much wider and complete selection to choose from, 
but also ample time to get them ready for mailing. While 
the company also carries an extensive line of high grade 
domestic cards, it finds these French designed cards have 
a wide appeal. 

The Russian icon and the picture of the Madonna and 
Child and the helmet of Joan of Are created the religious 
thought in connection with Christmas in the minds of 
those viewing the window, and from a commercial stand- 
point made an excellent tie-up with the cards. 

Both windows were designed and installed by Mr. Pad- 
dock, whose work has aroused much admiration and drawn 
a great deal of attention to the store. 


IXTY years ago, when Webb C. Ball opened his modest 

retail jewelry store in Cleveland, he probably never 
dreamed of such a change in merchandising methods. 
But the 60th anniversary of the store was marked by 
the opening of the company’s first branch store in a resi- 
dential neighborhood in order that some of the store’s 
clientele could do their buying within a short distance of 
their homes instead of coming down town to the main 
store. 

Like all big cities, Cleveland has its traffic and other 
problems, and the trend of the better class of the popula- 
tion is to move out from the congested sections. The Webb 
C. Ball Co. caters to a high class trade and many of these 
people live on the Heights, the city’s best residential 
neighborhood. Realizing the problems confronting its 
customers, such as parking, traffic congestion, slowness of 
street cars, etc., when shopping down town, and the pres- 
ent trend to bring the merchandise within easy reach of 
the customer, the company decided to open this additional 


store. 


fe planning the store, company officials realized that 
there is a certain prejudice against branch stores be- 
cause of lack of complete stocks. Steps were therefore 


(Continued on page 59) 
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**A ND why cock-eyed?” says you. ‘“Cock-eyed,” 
says me, “because of these blasted humans 
that are making it cock-eyed . . . These people 

who won’t face facts—who are continually jazzing 

things up in the hopes of finding success in the 
spectacular—who need to be hauled down out of 


the clouds and have their feet planted firmly on 





the earth again. There’s 
too much searching for 


Aladdin’s Lamps and Magic 
Carpets these days .. . too 


much straying from simple, 


basic facts . . . too much 
romancing. Let’s not for- 


get that the object of busi- 


ness is to sell customers 

















} 
4 
it 
\ 


set ere 


at a profit—by the simplest, most effective means. 


There are three ways of accomplishing this object 
—By Rule—By Hunches—and By FACTS. Rules 
are transitory, good today, possibly a detriment 
tomorrow. Hunches are an illegitimate brood at 


any time—while FACTS, although they are some- 





times rather ugly and terrif ying—well—you’d best 
be on friendly terms with them lest they trip 


you up. 


A recent survey, conducted among bankrupt mer- 
that the 
greatest number of failures were directly attribut- 
able to the fact that these defunct merchants did 
not keep suitable records — Unpardonable — al- 
unbelievable—but drastically and _ fatally 
These men did not appreciate FACTS. They 


chants in two important cities, showed 


most 
true. 


1929 
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byed Wovlel 


had gone cock-eyed trying to avoid looking FACTS 


in the face. 


Let’s stop this looking across our noses in an effort 


to evade FACTS, or in an attempt to follow a 


A POINT 


© FACTS 


Hunch around two corners at once. Let’s not lose 
sight of the fact that now and always the shortest 
distance between two points (desire and accom- 
plishment) is a straight line paved with FACTS, 


something like this. 


ANOTHER POINT 


FACTS FACTS FACTS FACTS FACTS 


A STRAIGHT LINE 


Face wom igaas road paved with FACTS 
means Speed with Certainty—Business with 
Profits. It is simple—fundamental, and the secret 
of successful business procedure. 


Don’t be too much over- 
awed by the success of the 





eminently successful. No 
larger hats are worn by the 
men who have made them- 
selves and their concerns 
preeminent. They have 
merely made their positions 
impregnable with a strong 
fortification of FACTS. 
Geniuses obviously, but they 














are geniuses in the collection and interpretation of 


FACTS. 


You, too, can assemble your own FACTS, and tem- 
per and shape your business destiny, but you must 


look every fact straight between the eyes. It means 
that you must keep suitable records—graphic rec- 
ords—that tell their story for good or for bad, 
unerringly. 


Don’t depend upon motheaten Rules—don’t play 
your captivating Hunches—but grasp yourself 
firmly and in no uncertain tones ask—“*WHAT 


ARE THE FACTS?” 


To make decisions by Rule is shortsighted—To 
make decisions by Hunches is Cock-eyed—But 
when you make decisions by FACTS, you clothe 
yourself with an armor of certainty. 


Many a man has looked up suddenly into an unex- 
pected mirror and wondered to whom the un- 
familiar face might belong. Step outside yourself 
and your business occasionally and get an impar- 
tial view. Many of us are so close to our own 
affairs that it’s making us cock-eyed. 


For 1930 let’s make the order-of-the-day— 
EYES STRAIGHT AHEAD—AND FORWARD 
MARCH TO THE STIRRING ACCOMPANIMENT 
OF FACTS—FACTS—FACTS 





FE. B. TERHUNE 


President 


Jewelers Publishing Corporation 




















ADVERTISING | 
January Sales 


OON the January sale will be in 
order. It might be called a “‘Good- 
Will Sale,” instead of a “Clearance 
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By Robert F. Nattan 


Sale.” Wise jewelers will be able to 
feature many articles without indulging 
in flagrant, uneconomic price cutting on 
lines where price maintenance is 
sidered the legitimate procedure for the 
benefit of all concerned. 


con- 


A well-known jeweler in the West last 
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in Order 


year conducted a January sale in a 
space of 12% inches, four columns wide. 
Discounts of 15 per cent were offered on 
diamonds and certain watches for men 
and women. Costume jewelry including 
chokers, bracelets, earrings were offered 
at 25 per cent discount. Certain items 
of silver were advertised at a 20 per 
cent reduction. The amount of the 
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reduction is one which may best he 


determined by local conditions. 


* * * 


Feature in your show window during 
January the birthstone for the month, 
the garnet. January is a wedding month 
and a variegated collection of wedding 
gifts may be shown in the window and 
advertised in the newspapers. Silver 
will make a timely show window and 
a newspaper advertising feature. 

January, too, is an opportune time 
to feature “trade-in watch sales.” 

One jeweler in January sends out a 
four-page folder using one page for a 
dignified well-wishing New Year mes- 
Sage, and some winsome bits of 
philosophy such as, “Opportunity always 
looks bigger going than coming,” “We 
“an be true to ourselves only as we are 
true to those we serve. There is a satis- 
faction beyond price in knowing that a 
trust has been properly discharged.” 

On an adjoining page, he features 
some specials for the month at attractive 
prices. A good idea. 
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T is none too early to think of Valen- 
tine’s Day as a gift giving opportunity. 
Valentine gifts as a rule are not of the 
expensive kind but the jeweler who 
selects a well chosen stock for this occa- 
sion can get business. Here where 


is 


buying ability will count. The well 
chosen, inexpensive Valentine gifts, 
properly advertised, will bring patrons 


39 


into the store and very often an artistic 
piece of jewelry, silver or a watch will 
be purchased. 

The jeweler might feature in his ad- 
vertising the fact that Valentine’s Day 
is “the day of all days to present the 
diamond engagement ring.” This is a 


(Continued on page 97) 
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JEWELERS GUILD 


Diamonds, watches, jewelry . 
sented on this page are members of the Jewelers Guild, an association of 
slogan is “Truth, Quality, Value and Service.” 


Each member of the Jewelers’ Guild prominently displays the Jewelers’ Guild emblem. 


be purchased a great variety of desirable Christmas gifts. These gifts 


elers’ Guild Purchase Plan which is availableonly at the stores who exhibit the Jewelers’ Guild emblem. 
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Form I 


is a help in buying. 


System That R ecords 


By J. J. Berliner, B.C.S., Member National 


PON the accuracy and diligence with which a mer- 
chant keeps and studies the records of his business 
depends his knowledge of what he is doing. Unless 


he knows what he is doing he cannot operate to the 
fullest degre of success. 
The requirements of records properly kept and con- 


stantly consulted are these: 


what the sales are. 

how much stock is on hand. 

how fast the stock moves. 

what stock sells best. 

what goods are ordered. 

what prices are paid. 

what orders are not in. 

what goods are received. 

what money is paid out, and what fox. 
departments and by clerks. 
needed and the complaints of 


To know 
To know 
To know 
To know 
To know 
To know 
To know 
To know 
To know 
To know 
To know 
customers. 
It is absolutely impossible to know these facts without 
a system of record forms. It is impossible to run a store 
successfully without knowing such facts, and human 
beings cannot stretch their intelligence to the point of 
carrying such a mass of detail around in their heads. 
There are some merchants who try to handle all this in- 
formation without systematic form slips and record sheets 
and invariably their stores lack in cleanliness, attractive 
lay-out and the general air of orderliness that marks the 


sales by 


what goods are 


successful business. 
There are reproduced herewith some of 
forms that help in good store-keeping. 


the printed 


Purchase and Stock Records 


IRST the details of purchases and stock, which are 
taken care of by forms A to F, inclusive. 

Form A shows the data necessary to a good order 

sheet. These are kept in triplicate, one sheet for the or- 
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Forms E i and K are dist rsenve t records 





Ler ythine 


{ecounting Systems 


der sent in, the tissue as a permanent record in the order 
book, and the yellow sheet is to be attached to original 
Form B is also a triplicate book, which is the simplest 


purchase and check upon stock that 
can be devised. A copy is made in this triplicate from 
the original bill. The original invoice, expense bill and 
bill of lading with any correspondence relating to them 


system for record of 


are all attached to the pink sheet, which is kept in the 
blue sheet goes to the stock man, who uses 


office. <A 
the rulings at the side to check out merchandise, and the 
white sheet is used by the sales girl to check in merchan- 
dise. 

Form C is a requisition for stock, kept in duplicate—one 
to office, stockroom. These requisition slips are 


one to 


made out by the office girl and are easy to handle and 
file, as they bear the invoice number. 

Form D is the primary movement in producing stock 
from the stockroom. This form is sent to the office by 


the sales clerk, and is also a record of complaint and sug- 


gestions. Notice that it must be filed daily. 


Form E is a bill record, kept in an ordinary notebook 
ruled by hand and kept in conjunction with a bill reg- 
ister. 


connection with orders, the 
notebook, showing orders 


Form F is also used in 
record being preserved in a 


pla ed by 


departments. 
Sales Records 
7NDER the head of buying and sales records three 
/ forms are adequate to do the work. 


Form G is a cash register report. It is made up by 
the girls themselves in duplicate—one to the office, one 
in their own books. It is impossible for a cent to be mis- 
appropriated after it is registered. 

Form H is the office tabulation of the cash register 
records into a daily report of all departments. It is the 


result of a subdivided sales system which gives the mer- 
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chant a chance to know What part of his store is doing 
business, and to compare totals for the day and individual 
department sales for the day with records of previous 
years. 

Form I is a tremendous help in buying, and it is an 
office record of sales by each week and by each depart- 
ment, and by each register. In note book form a page is 
kept each week for each department. There can be as 
many department divisions as the merchant requires— 
the same system will operate advantageously. Once 
records are subdivided in this manner as to purchases 
and sales by departments, the matter of comparison year 
by year, month by month, week by week, or even day by 
day, is a simple one, 

The comparison of sales is one of the most important 
factors in getting the biggest turnover by making every 
purchase of stock conform to records of the best moving 
merchandise. 

Forms J and K are disbursement records. Form J must 
be used as a record of every single cent paid out. It is 
signed for by three persons—the one receiving the money, 
the one paying out the money and the manager of the 
store. 

Form K is a remittance slip, kept in duplicate, and 
shows a very excellent form in which to have slips printed 
to be sent accompanied by checks or drafts. 

With these systems once established and with proper 
facilities for filing them in order to make them of easy 
access for reference, a merchant has an absolute check 
on his business and knowledge that he ought to use in 
every purchase that he makes. 
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The turnover of total capital used expresses the rela- 
ation of the volume of business done to the total capital 
employed. It is a measure of the efficiency in the use of 
capital in a business—a measure of the effectiveness of 
the financial management. The larger the volume of busi- 
ness done on a given investment, or the smaller the amount 
of capital used to handle a given volume of business, the 
more favorable the return on the investment produced by 
the margin of profit earned on sales, 


ee * 
"HE turnover of total capital used in the connecting 
link between the (1) per cent of operating profits on 

sales and (2) the per cent of operating profits earned on 

total capital used. 

The amount of operating profits is definitely related to 
sales and to the investment used. The turnover of total 
capital expresses the relationship which must exist be- 
tween these two ratios of earnings. For example, a con 
cern having a turnover of three times per year and aver 
aging 6 per cent margin on sales will realize an operating 
profit of 18 per cent on its total capital used. If the turn- 
over is four times per year the same margin of 6 per cent 
will yield a return of 24 per cent on the total investment 
used. 

[he advantage of a better turnover of total capital is 
translated directly into terms of additional profit realized 
on net worth. Competitive conditions quite definitely limit 
the amount of operating profits a business may realize on 
its sales. Naturally, the smaller the capital used in the 
conduct of a business, the larger the return on the invest 
ment such operating profits will be. 











Here are shown forms for order sheet, record of purchase, stock requisition, bill record, cash register report, etc. 
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First-of-the-year Slant on Profitable 
Jewelry Store Advertising 


Merchandising ideas are better than reductions or general 
sales. Feature leaders in space not in price 


By Guy Hubbart 


EWELRY does not lose its appeal or any degree of cific, is based on 40 inches of space. (It can, however, be 


attraction after Christmas. 


a 


in demand than ever. An individual who has received this items of one kind as : 
or that item as a gift finds the new acquisition leads to 


As a matter of fact if adapted to less space or more.) The suggestion is that 
any difference some lines are more wanted and more’ one-fourth of the space or inches be devoted to several 
1 leader. The purpose of a space 
leader in the ad is three-fold: 


new desires, to finish out a set of something or to add to a. To give the complete ad (40 inches) reader-emphasis, 


a collection and so on. Also Christmas gift money given 
instead of articles is freely spent in January. 


Naturally business is not 
at the level of October or 
November and what comes 
in may come slowly. But no 
one quits January first, not 
one with the wider view and 
larger faith in good goods, 
wide assortments and at- 
tractive values. 

What is needed now is 
more skillful and aggressive 
selling in the store, and 
more and better use of 
newspaper advertising for 
the average jewelry store. 

And, most important, the 
thought is needed that dras- 
tic price-cutting, bargain 
making and clearance sell- 
ing is not the secret of 
after-holiday volume. 


( ERTAIN kinds of clear- 
unce is necessary and in 
keeping with clean and bal- 
anced stocks. But restraint 
and judgment are much to 
be desired in how and how 
much clearing is done. 

Now is the time to spend 
some time, effort and ideas 
on building up some new 
customers, regular trade for 


Selection to Illustrate Best Method of Mer- 
chandising Space and Circulation After 


January Ist— 


To avoid price-cutting and waste of space in 
moving after-Christmas stocks. 


COLUMN A COLUMN B 

Featured items Other items and prices in 
fourth of space three-fourths of space 
Costume Jewe lry 

One Item... .$0.7! 

One Item.... 1.2: 

One Item.... 

One Item.... 

One Item 

One Item.... 


LAMP .....< — one item 
Stemware - one item 
Bridge set.. one item 
Desk set one item 
Stationery one item 
Pewter Set. one item 


To) 
= 
oto 


oto 


mam wh 
_ « 
vo 


oto 


> 
~ 


Six Items.. .$15.00 Six Items ...... $25.00 

Prices for featured items are given merely to indi- 
cate ranges on six offerings. Other six items should 
total in the neighborhood of $25.00 so as to bring 
prices for total ad to $40.00 

For an ad of forty inches on a circulation of 
20,000, the price total amounts to $2.00 per 1000 
of circulation: for a 40,000 circulation it would be 
$1.00 per 1000 of circulation. 

Be sure the featured item total is less than the 
other item total for best results. 


future months. January and February could well be dedi- where the dash is. 


cated to that along with daily selling. This is a merchan- 
dising job largely but advertising is necessary and mighty’ the chart but the six should run near 


useful. 


The point is not to waste space and to get real response 


to what is used. 


‘7 HE example on the chart 


touched on before but 


ance selling. The illustration for the sake of being spe- 


to catch the eye and focus it on one thing. So this space 
should be carefully displayed, plenty of white space, a good 


cut and easy-to-read type. 

b. To center interest on 
different values in the same 
offering, as in the chart 
“Costume Jewelry” has six 
items, priced from seventy- 
five cents to $4.25 per item. 
(Any similar line will do. 
Costume jewelry is merely a 
good typical example _be- 
cause of the variety it af- 
fords.) The point in fea- 
turing several values is to 
increase interest in the item, 
to attract various buying 
levels and increase unit-pur- 
chases per customer. 

c. The featured leader if 
set properly in space leads 
the eye to “Other items” 
(shown in Col. B), the main 
reason for the leader. If a re- 
duction is made on the lead- 
er item, make it a bulk re- 
duction like “These six items 
sell regularly at $15 for the 
six but if bought as a group 
the price is $10.75.” (Or 
whatever reduction fits). 
Also this line “Any four 
priced at ...... ’* then state 
the percentage reduction on 
four, putting the percentage 


The other items (Col. B) are not individually priced in 


25. 


7 os Col. A and B price totals should equal about $40 
or two dollars per 1000 of circulation if the news- 


illustrates a principle paper circulation is 20,000 or near it for one day’s adver- 
in connection with clear-  tising. This is a mathematical way to merchandise space 
so as not to have too many or too few items. 
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cA Most Logical Way to Increase 
Your Silverware Sales and “Profits 


HE wide popularity of the flatware patterns WILLIAM AND MARY 

I and MARy I! offers a splendid opportunity of increasing your 
Holiday sales and profits. These patterns, already established 

in thousands of well-to-do homes in the flat silver, provide a 
fertile field for the sale of the matching hollow-ware pieces. 
A short line of the popular selling hollow-ware items in your store 
during the Fall and Holiday seasons will prove most valuable. And 
together with the aid of our Portfolios of Photographs of these 
hollow-ware lines, ready to interest your customers, many substantial 
sales will result. Charming and delightful as these patterns are in 
the flatware, they are equally attractive in the many pieces of dinner 
hollow-ware. Each article is made in excellent weight and wrought 
in the very finest craftsmanship. Write today for the Portfolio and 


Price Lists. 

















Coffee Set, illustrated above, sells for 
$310.00 Retail. Without the Tray, for 


“a 9 
. $210.00. Always a popular set the year- 
| TR ASUTL round, it is especially in demand at 
Christmas. 
y lj , Y il 
Solio Silber 
G 
ae 
° 
The Mary II 3-piece Tea Set, illustrated 
at the right, has started many services STERLING 925/1000 FINE 
of this lovely dinnerware. The Retail ~ 
price is but $270.00. The five-piece set 








is $450.00. Beautifully made in generous 
weight, the type of Sterling that adds 
prestige as well as profit to your store. 














Success—Success—Success! One after another as “TREASURE” 
patterns come out they meet with success. More than average 
success! They win instant favor, and very soon find themselves 
prominent on the sales sheets as the store’s best sellers. Why is 
such popularity so positive? Originality?—yes. Beauty ?—of 
course. But more likely it’s their planned designing or rather 
planned selling. Each “TREASURE”’ pattern is created to meet a 
definite style trend, an established public demand. Modern 
American homes are furnished for the most part in certain dec- 
orative styles—Early English, Spanish, Colonial or Early Ameri- 
can. “TREASURE” patterns are produced in these popular, yet 
sound, decorative styles. They fit into the decorative spirit of 
modern homes of good taste. Such thoughtfully designed pat- 
terns have a very definite appeal to smart hostesses, and their 
selling-life is far beyond the average good pattern. They are 
sound builders of business. 


Look over your stock of ‘“‘TREASURE”’ patterns today. Order for your needs early, 


for tl lver now running greater than ever before. 


ROGERS, LUNT & BOWLEN Co. 
Silversmiths - Creators of Distinctive Tableware 


NISSAN AN ttle amanavo GREENFIELD, MASSACHUSETTS 


Member of the Sterling Silversmiths Guild of America 
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Questions for the Jeweler in the 


Census of Distribution 


WASHINGTON, D. C., Dec. 20.—Blanks 
for the census of distribution for 1929, 
the first census of its kind, are just 
available at the Bureau of the Census. 
There is a “general retail schedule’’ 
which will go to all retailers and on 
which there are many general questions. 

Following the general questions are 
specific questions for various trades and 
there is one for the jewelry trade called 
“jewelry, silverware, and clocks and 
watches” in which the jeweler is to re- 
port his total sales and then divide them 
up into sale of clocks, watches, diamond 
jewelry, rings other than diamond, gold 
and gold filled jewelry, plated silverware 
(flat and hollowware and other goods), 
and finally sterling silverware (flat and 
hollowware, and other goods). 

This census of distribution which the 
Bureau of Census is about to take is 
the first nation wide gathering of statis- 
tics regarding the business of our whole- 
salers, retailers and other merchants of 
its kind which has ever been attempted. 

Answers to the questions are required 
by law but the Census Bureau holds all 
information in strict confidence even 
from other departments of the govern- 
ment. The information will be published 
in such a form that individual oper- 
ations are not revealed. 

It is estimated that to take this census 
it will be necessary to interview approxi- 
mately 2,000,000 wholesalers, retailers 
and others, who, on the average, will 
be asked over 200 questions each. 

Government officials have long felt 
that distribution is the most important 
problem of modern business. It is be- 
lieved that greater knowledge of ten- 
dencies and conditions as they now exist 
is needed to help the distributors to 
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L. M. Lamm, Washington, D. C. Correspondent 


avoid inefficiency and to keep pace with 
modern practices in manufacturing. 

*x* *« * 
Tariff Legislation Still “In the Air” 

WASHINGTON, D. C., Dec. 20.—Con- 
gress is now in adjournment but will 
return to the job after the Christmas 
recess on Jan. 6. 

The House has passed considerable 
legislation since it went into session the 
first part of December but the Senate 
has functioned very slowly. It is ex- 
pected that the Senate will get right 
down to the tariff bill when it convenes 
and stick to it until the bill is out of 
the way. It is quite possible, however, 
that the bill may have to be layed aside 
for appropriation and other bills for 
short periods of time. 

It is anybody’s guess now as to when 
the Senate will complete the tariff bill. 
Some are of the opinion that it will 
finally be passed by that body of Con- 
gress by the first of February while 
others said to be equally well informed 
think that it will be nearer the first of 
March before it passes. 

- + = 


Permanent Committee for National 


Business Survey 


WASHINGTON, D. C.. Dec. 19.—As the 
result of the National Business Survey 
Conference held under the auspices of 
the United States Chamber of Commerce 
in this city on Dec. 5, Julius Barnes, 
who acted as chairman of that meeting 
has appointed a committee of 20 men, 
in addition to himself as a permanent 
body. It is stated that a larger commit- 
tee is to be appointed at a later date, 
the members of which will serve as 
points of contacts between the executive 
committee and trade associations and 
commercial groups. 


No date has been set for the first 
meeting of this executive committee, the 
members of which will have before them 
within a short time analysis of the re- 
ports made at the business conference 
as well as other material which is being 
gathered on the business situation. 

— £5 
Increase in Sales by Department 
Stores in November 


WASHINGTON, D. C., Dec. 23.—Word 
has been received here by government 
departments from unofficial sources of 
an increase in sales volume during the 
first three weeks of November by a 
majority of 157 department stores in a 
private survey. 

It is reported that of these stores, 
said to be geographically representative 
of the entire country, 82 or 52 per cent, 
reported increases over last year; 22 or 
14 per cent, reported sales practically 
unchanged from the corresponding 
period in 1928; while 53 or 34 per cent, 
reported decreases ranging from 1 to 30 
per cent and averaging slightly over 7 
per cent. This was also the average 
percentage of increase reported, in- 
creases ranging from 1 to 43 per cent. 
Assuming that all the stores were of 
approximately the same size and that all 
gains and losses could be given the same 
weight, a small net gain would seem to 
be indicated. 

. * ” 


Dealing With Those Who Abuse 
Credit Privilege 

WASHINGTON, D. C., Dec. 23.—A group 
of western merchants have tried out a 
plan to deal with abusers of the credit 
privilege. A merchant whose ordinary 
courteous trade methods fail to bring 
in a remittance reports the debtor to 
the organization’s bureau, which deter- 
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Style No. 1600/3—A magnificent triple strand necklace, lengths, 16”, 17” and 18” 
of small uniform pearls—the centers of each strand composed of fancy shaped 
simulated crystal beads with alternating chaton rondelles. Mounted with a 
enn ann SE IN oo ait wie oe tek Sts oo sla h Skis oo > 0 O05 06 35 SD 


This necklace can also be had with the rondelles in pastel colors, also in single 
strand for $3.00 and double strand for $6.00 


Subject to Standard Trade Discount 


ALSO STONE AND AMBER NECKLACES 


ALBERT LORSCH & CO.. 
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mines after investigation the total 
amount owed by the individual to his 
various debtors. 

The debtor is given a straight talk 
by the head of the bureau, to the effect 
that if he is deliberately failing to meet 
his credit obligations he will be dealt 
with accordingly, but that if he has 
slipped into debt through carelessness 
or through some unavoidable circum- 
stance the bureau will help him. His 
total income is figured and the estimated 
amount that it takes for him to live. 
If his income is $45 a week and he can 
live on $37 a week, the difference is 
turned over to the board and divided 
among his creditors. The plan is said 
by the board to have worked out suc- 
cessfully. 

x * * 


Work of the F. T. C. on Price Main- 
tenance and Chain Stores 


WASHINGTON, D. C., Dec. 20.—Com- 
pletion of the second and final volume of 
the Federal Trade Commission’s findings 
on a study of resale price maintenance 
now awaits the receipt of answers to 
individuals and companies in quest of 
additional information. As soon as suffi- 
cient returns to this schedule have been 
received, the ground work for completion 
of the last volume will have been sub- 
stantially prepared. 

This schedule was designed to enable 
the Commission to make a comparison 
of prices for price maintained and non- 
price maintained goods and to compare 
the results of price-cutting and price 
maintenance. 

In connection with the chain store in- 
vestigation which is also being carried 
on by the Commission it is reported that 
during the past month the force engaged 
on this inquiry completed the mailing 
out of 70,000 retail schedules, which is 
the latest schedule to be issued on this 
investigation. 

The field work which is being carried 
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on by a large force of examiners in Cin- 
cinnati, is nearly completed in that city 
and activities will be begun elsewhere. 
In a general way the inquiry is under- 
taken to ascertain and report to the 
Senate (1) whether consolidations of 
stores have been effected in violation of 
the anti-trust laws (2) whether such 
consolidations or combinations of such 
organizations are susceptible to regula- 
tion under the Federal Trade Act or 
the anti-trust laws and (3) what legis- 
lation, if any should be enacted for the 
purpose of regulating and controlling 
chain store distribution. 


When More Sales May Mean 
Less Profit 
WASHINGTON D. C., Dec. 20.—Dis- 


tribution cost accounting can work won- 
ders for the wholesaler as well as the 
retailer Dr. Julius Klein, assistant secre- 
tary of commerce, told his radio audi- 
ence in all sections of the country a 
few nights ago. 

“Facts and efficiency,” he said, “vigor- 
ously applied in wholesaling, promise 
to make it possible to reduce the cost 
of goods to us consumers. Mass pro- 
duction and its corollary, mass distribu- 
tion, are excellent principles in them- 
selves, but not when they are carried 
to the extreme of mass mania.” 

Dr. Klein said that “the ordinary 
principle is to sell everybody! get every 
single order, large or small, near or far, 
good or bad, that you can persuade, 
cajole, coax, or compel a retailer to give 
you. , 

A full order book is generally re- 
garded as an ultimate good, an end in 
itself, a thing to be gloated over. The 
gloaters are apt to ignore the immensely 
vital consideration that many of these 
orders may put the firm ‘in the hole’ 
instead of doing it any good.” 


AT 


Notes From the Capital 


That Christmas shoppers in the 
United States enjoyed great prosperity 
was evidenced by the fact that when the 
steamer George Washington of the 
United States Lines, left New York 
bound for Hamburg via Plymouth on its 
last trip before Christmas it carried 26,- 
532 sacks of mail, the greatest amount 
ever carried on board a ship during the 
Christmas season, according to the Post 
Office Department. It took 173 trucks to 
haul this immense amount of mail from 
the New York Post Office to the George 
Washington. 


- i. is 


Employment decreased 3.1 per cent in 


November compared with October and 
payroll totals decreased 6.8 per cent 
according to the Bureau of Labor Sta- 
tistics, Department of Labor. This 


report is based on returns from 34,996 
establishments which had in November 
5,045,493 employes whose combined earn- 
ings in one week were $133,785,694. 

os OK * 

The Commissioner of Customs, F. X. 
A. Eble, has notified the collector of 
customs at Boston that drawback has 
been allowed on combs, bracelets, novel- 
ties, and similar articles manufactured 
by the Foster-Grant Co., Inc., of Leo- 


minster, Mass., with the use of im- 
ported cellulose in sheets. 
* * * 

Martin A. Morrison of the Federal 


Trade Commission’s staff of trial attor- 
neys, has been appointed assistant chief 
counsel in charge of court work to suc- 
ceed Adrien F. Busick who resigned re- 
cently to enter the practice of law. Mr. 
Morrison is a former Congressman from 
Indiana and member of the United 
States Civil Service Commission, having 
been in the service of the Federal Trade 
Commission since 1925 as a trial attor- 
ney and latterly as chairman of the spe- 
cial board investigating false and mis- 
leading advertising. 





Wide 


World Photo 


A NOVEL BRACELET WATCH WITH NEW GEM SET “HARNESS” 
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London Diamond Trade Showing Improvement 


Prices Remain Firm and Increase Is Predicted After the First of the Year—‘Porter Rhodes’’ 
Diamond Offered for Sale—Old English Silver Sold at Auction 


LONDON, Dec. 15—With business in 
diamonds showing an improvement the 
past two weeks and the shortage of 
goods beginning to make itself felt, the 
pessimism in the industry noticeable 
last month, is gradually giving way to 
a more hopeful outlook. Although 
world buyers are not making many pur- 
chases of diamonds these days as prices 
firm as ever. Backes & 
Holborn Viaduct diamond 
firm, look for an increase in diamond 
prices in the New Year. “The slight 
improvement on the financial market has 
gone far in restoring confidence in the 
world,” said a member of the 
firm this week. ‘Business certainly has 
shown a better tendency of late, and 
the pessimism of a few weeks ago has 
given place to a moderate optimism. 
Prices in all classes of goods remain 
very steady, with a certainty of increase 
after the New Year, when the shortage 
of goods, in consequence of the shut- 
ting down of the factories at Amster- 
dam and Antwerp, will begin to be felt. 
Business in general, of course, is not 
at its best, but there is a decided de- 
mand for goods from all parts of the 
world, especially from India and the 
Far East, where large quantities of bet- 
ter grade mélées have been bought and 
sold. In spite of the few buyers on the 
Amsterdam and Antwerp markets, prices 
there remain well sustained, and apart 
from the noticeable scarcity of fine 
white mélées, there is practically no dif- 
from normal conditions.” 


remain as 
Strauss, the 


diamond 


ference 
x * * 


A headpiece valued at $190,000 was 
among the jewelry items worn by the 
Hon. Mrs. John Barran, as ‘“Adorn- 
ment,” at the Joy of Life Ball, given 
in aid of the People’s League of Health 
at Covent Garden this week. Altogether 
Mrs. Barran wore jewelry provided by 
Cartier, valued at $1,000,000, making 
the finest show of white diamonds ever 
worn at one time by a single individual. 
The idea of the display was to empha- 
size the present ultra modern styles in 
contrast with period designs stretching 
away back to the Stone Age. The head- 
dress consisted of a close-fitting bead 
cap, over which was a broad band of 
diamonds from the nape of the neck to 
the forehead, where it terminated in a 
pear-shaped diamond pendant. With 
this head jewelry was worn a $525,000 
necklace composed of a row of large 
diamonds fitting the neck and a long 
cabled chain of solitaire diamonds, as 
well as a $190,000 single stone diamond 
ring, and anklets and bracelets valued 
at another $300,000. 

* * * 

The successful bidder for the _ best 

pieces of old English silver at Sotheby’s 


the other day, was Ernest Permain, 
whose firm, it is understood, was rep- 
resenting an enthusiastic American col- 
lector of old silver. It therefore seems 
pretty certain that the coveted period 
pieces put up at this auction will cross 
the Atlantic. The sale proceeds totaled 
more than $60,000, as much as $350 an 
ounce being paid for a Charles I cup 
weighing more than 11 ounces, the bowl 
of which is engraved with the arms of 
the Merchant Taylors’ Company. Mr. 
Permain also purchased a Charles II 
porringer with cover and _ stand for 
$15,000—$175 an ounce, and a quart 
size tankard for $105 an ounce. S. H. 
Harris, who ran Mr. Permain close, gave 
$100 an ounce for another Charles II 
porringer and cover. Six 17th Century 
escallop shell butter dishes realized 
$82.50 an ounce, while other articles 
went at prices ranging from $155 to 
$55 an ounce. 
ok ok ok 

The “Porter Rhodes,” one of the finest 
diamonds in existence, is on the mar- 
ket again, this time the central stone 
in a diamond and platinum necklace 
worth $250,000. It has two smaller 
diamonds either side, one a blue and 
one a yellow stone. This necklace is 
one of several beautiful jewelry pieces 
that have been on display in three glass 
cases at Mauboussin’s in Old Bond St. 
this month. The “Porter Rhodes” was 
found in 1800 and named after its dis- 
coverer. It was opened in the pres- 
ence of Queen Victoria directly it ar- 
rived in England. Near the necklace 
containing this stone was a pair of 
pearls the size of a bird’s egg, their 
combined weight totaling 550 grains. 
They form the pendant of a diamond 
necklace. One case contained bracelets 
and brooches in exquisite floral designs 
obtained with carved emeralds, rubies 
and sapphires. The new “tube” rings 
were also shown. These are constructed 
chiefly in wide bands of baguette dia- 
monds instead of the one-time popular 
cluster, the lattice-work design being 
in platinum, and replacing the single 
band of metal. 

* a * 

Antwerp diamond cutting houses 
closed down the beginning of this week 
until next Monday week (Dec. 23), in 
accordance with an agreed policy for 
the prevention of over production in the 
industry. Some 12,000 cutters and 
polishers are affected by the fortnight’s 
cessation, but they will draw their wages 
just the same, a fund, to which em- 
ployer and employee contribute, being 
maintained for just such occasions as 
the present one. 

* * * 


At this week’s Christie silver sales a 


Queen Anne plain table bell with balus- 
ter-shaped handle realized $82 an ounce, 
a William and Mary cylindrical caster 
sold for $65 an ounce, a pair of George 
I taper-sticks $45 an ounce, and a Queen 
Anee plain tazza $36 an ounce. A pair 
of table candlesticks, dated 1706, sold 
for $35 an ounce, and a plain cream 
jug $44 an ounce. A plain hot water 


jug by Paul Lamerie realized $34 an 
ounce. 
* 
Retail jewelers are preparing for 
yuletide business and have arranged 


their window displays to fea- 
ture gift lines. An ordinary seasonal 
volume of trade is looked for, and 
no records are expected to be broken. 
What is popularly termed the “Wall 
Street slump” is not likely to affect the 
average purchaser of jewelry in these 
islands this month. 


special 


The jewelry store of Edward Good in 
New Oxford St. was visited by a smash 
and grab thief the other afternoon. The 
raider smashed a window with a ham- 


mer and snatched a tiara valued at 
$2,500. The sidewalks were crowded at 
the time. Two assistants at the shop 


pursued a man running down the street 
and grabbed him just as he made a 
flying leap for a motor car which drove 
rapidly away. The tiara was not in 
the possession of the captured individua! 
who was handed over to the police who 
are now following up the matter and 
hope to make an arrest within the near 
future. 


The Rome correspondent of The Morn- 
ing Post says that the famous “Sapphire 
of St. Peter’ which has been lost for 
nearly five years has just been found in 
the kitchen of the home of a noted re- 
ceiver screwed up in a newspaper and 
stuffed into a shelf crevice. The sap- 
phire was stolen with other treasury 
gems most of which were located after 
the principals in the theft were con- 
victed. For nearly five years the police 
have systematically searched for the sap- 
phire and it was only by keeping a close 
watch on the stolen goods receiver after 
he served his term that the authorities 
eventually unearthed the missing gem. 
The Sapphire of the Apostolic Ring, as 
it is known, is placed on the finger of 
the image of the Apostle in the Basilica 
of St. Peter every June 29. The re- 
stored sapphire, along with other gems 
(two large pearls and two emeralds) 
which adorned the crucifixes of the main 
altar of the Basilica on special feast 
days, have been identified by the officials 
of the Treasury of St. Peter. 
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A COMPLETE DEPARTMENT 
FOR 


PARFUM Dell An 


For full details, be sure to read the 

coming issue of the PEARL 

DIVER, the official publication 
of the 


HELLER-DELTAH CO., Inc. 


DIVISION OF 
L. HELLER & SON, Inc. 
8 West Thirtieth St. New York 


1930 merchandise—important deals— 


matters of vital importance to you appear 


in the coming PEARL DIVER. 
BE SURE TO READ IT 
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Annual Report of the DeBeers 
Consolidated Mines, Ltd. 


Figures Submitted to Shareholders by Directors at General 


Meeting Held Dec. 20 


The report of the directors of the De 
Beers Consolidated Mines for the 12 
months ended June 30, 1929, was sub- 
mitted to the shareholders at the 41st 
general meeting held Friday, Dec. 20. 
In general, it showed an income and 
balance amounting to £4,309,812, 18s. 
and expenditures of £1,761,277, 11s. 4d., 
leaving a balance of £2,548,535, 6s. 8d. 
Of the latter, £303,248, 14s. went for 
income tax to the Union of South Africa, 
£250,000 was appropriated to the gen- 
eral fund, £800,000 was distributed in 
shares to preferred stock halders and 
£545,257 in dividends to deferred share 
holders, leaving an unappropriated bal- 
ance of £650,029, 12s. 8d. 

The stock of blue ground and lumps 
on the floor, Dec. 30 at the De Beers, 
Wesselton, Bultfontein and Dutoitspan 
mines amounted to 1,653,292 loads. 

The annual dividend of 20 shillings 
per share was paid to the preference 
shareholders during the year, while de- 
ferred shareholders were paid a final 
dividend of 5 shillings per share in 
respect to the year ended June 30, 1928, 
and an interim dividend of 10 shillings 
per share in respect to the year under 


review. The directors say that they 
decided to pay a final dividend of 5 
shillings per share on deferred shares 


for the year ended June 30, 1929. 

According to the report “while the 
accounts do not reveal any improve- 
ment in the company’s diamond sales 
during the year, there is evidence of a 
gradual absorption of stocks which had 
accumulated in the hands of the trade in 
the past. This absorption has _ been 
rendered possible owing to the gradual 
reduced output from the alluvial fields, 
and will, it is hoped, have a stimulat- 
ing effect upon the market generally.” 

In speaking of the Kimberley Dia- 
mond Cutting Co., Ltd., the report says 
this was registered May 20, 1929, with 
a nominal capital of £500,000, of which 
£100,000 has been issued. The Con- 
ference Producers are interested in half 
the capital of that company in propor- 
tion to their quotas as laid down by the 
Inter-Producers’ Agreement. 

The report is signed by the following 
directors: A. G. W. Compton, D. Harris, 
F. Hirschhorn, W. Pickering and H. P. 
Rudd and bears the date of Oct. 16. 

The report of the directors, together 
with the appropriation account, balance 
sheet and profit and loss account are on 
file at the offices of THE JEWELERS’ 
CIRCULAR for those who wish to consult 
them in detail. 

In addition to the diamond mines of 
Kimberley, it should be noted that the 
De Beers Consolidated Mines now holds 
a controlling interest in the Premier 
The 


Diamond Mine of the Transvaal. 


financial results of the last three years 
were recently reported as follows: 


Year to Diamond Total Net 
June 30 Sales Revenue Profit 
1927.... £4,313,674 £5,006,425 £3,157,529 
1928.... 3,311,780 3,900,148 2,192,249 
1929.... 8,255,791 3,809,795 >,048,517 


Diamond sales for 1928 included £462,- 
420, the delivery quota of the Premier 
Diamond Mining Company from July 1 





COL. SIR DAVID HARRIS, CHAIRMAN 


to December 31, 1927, which the company 
purchased from the Premier for £100,- 
000. 








Diamond Syndicate Sued 


Fight Over Examination of Witness Brings 
to Light Action by United Diamond 
Fields of British Guiana 

LONDON, Dec. 18.—In connection with 
the suit filed by United Diamond Fields 
of British Guiana, Ltd., in which firms 
of the London Diamond Syndicate are 
made defendants, an action was brought 
in the Appeal Court this week to make 
possible the examination of an important 
witness for the plaintiff company before 
he leaves the country. In the suit the 
British Guiana company is alleging con- 
spiracy on the part of the Syndicate in 
so far as payments to plaintiff company 
for diamonds taken over by the Syndi- 
cate are concerned. 

The witness is Victorine A. Pires, a 
director of the United Diamonds concern. 
He is a Creole born in British Guiana, 
and a pioneer finder of diamonds in that 
country. Justice Finlay refused to make 
an order that Pires be examined before 
a court examiner and it was on this 
point the company brought its appeal. 
Pires has been in England in connection 
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with the suit being brought, but had 
planned to leave just before Christmas. 
His company desired that his evidence 
be taken before he left England. 

In reversing the decision of Justice 
Finlay the Appeal Court considered it 
was a question of whether United Dia- 
mond Fields’ application for an examina- 
tion of Pires was bona fide, or not. It 
decided it was bona fide, and the appeal 
must be allowed. 

The suit, in which conspiracy is 
alleged against the syndicate firms, is 
stated to be an important one. The de- 
fendants named in the suit are the Bar- 


nato brothers, Walter Dunkels, Sir 
Ernest Oppenheimer, Louis Oppen- 
heimer, Henry Claridge,-A. Dunkes- 


buhler & Co., Otto Oppenheimer, Albert 
E. Tilley, Reuben Cohen and Leonard 
Stack. The first eight are the firms who 
formed the Diamond Syndicate. The 
others have been employed by the Syn- 
dicate. 

sriefly the complaint of United Dia- 


mond Fields is that it entered into an 
agreement with the Syndicate as a 
result of which the latter had certain 


powers over the company’s output of 
diamonds, it being an essential part of 
the policy of the Syndicate to control 
diamond production of the world. Sub- 
sequent conditions made it necessary 
that the Syndicate did not take too many 
diamonds from British Guiana. Where 
the conspiracy comes in, according to 
plaintiffs, is in the alleged fact that the 
amounts to be paid to United Diamond 
Fields for British Guiana diamonds be- 
came so small that they could not be 
produced at a profit. 

The alleged conspiracy is denied by 
the defendants, who, so far as the Pires 
matter is concerned, contend that the 
witness should be present in person at 
the trial. Under the decision of the 
Appeal Court, however, it will now be 
possible for this director to be examined 
forthwith. 








Precious Stones 


(Continued from page 29) 


by Thomas Pitt, in the early 18th cen- 
tury. Bonaparte pledged it to the Dutch 
Government to procure funds indispen- 
sable to the consolidation of his power. 
History tells us how the great diamond 
of Charles the Bold was placed as a loan 
with the Fuggers of Augsburg, the great 
money lenders of the 15th and 16th cen- 
turies; or by the inhabitants of India 
before money could be placed at inter- 
est, as forming the only absolutely trans- 
ferable international medium of ex- 
change. The Sultana of Sulu owned 
necklaces of beautiful pearls. When 
visitors tried to buy them, she said, 
“Why should I sell them?” They said, 
“We will give you money for them.” 
She said, “What can I do with the 
money? If the enemy comes, it is too 
heavy to flee with. My pearls I could 
take with me, and if I need money I 
can always sell a pearl.” The Sultana 
realized the portability and value of 
pearls. 
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Jewelry Leaders on Barnes’ Committee 


President of National Jewelers 





THE JEWELERS’ CIRCULAR 


’ Board of Trade and National 


Wholesale Jewelers’ Association Among Representatives 
of Business Organizations Who Will Act 
in Advisory Capacity 


WASHINGTON, D. C., Dec. 23.—Otto D. 
Wormeer, of the National Jewelers’ Board 
of Trade, New York, and A. C. Becken, 
of the National Wholesale Jewelers’ As- 
sociation, Chicago, are among the 140 
representatives of business organiza- 
tions appointed by Julius H. Barnes, to 
act as an advisory committee on busi- 





AND 
SERVE 


OTTO D 


ON 


A. C. BECKEN, JR., 


TO THE 
ness, as the outcome of the conference 
held here a couple of weeks ago under 
the auspices of the Chamber of Com- 
merce of the United States. Announce- 
ment has already been made of an execu- 
tive committee consisting of 21 members 
including Mr. Barnes, who is acting as 
chairman. 

In announcing the appointment of this 
general committee, Mr. Barnes has 
asked that its members report on Dec. 
28 any significant changes in the trend 
of business up to Christmas Day. 


WORMSER, 


In announcing this committee Mr. 
Barnes said in part: 

“There is need for continuing inter- 
pretation by informed business execu- 


tives of the situations in the trade lines. 


The reaction to the White House con- 
ferences and to the national business 
survey conference, as well as the re- 





HAVE 


BEEN SELECTED 
COMMITTEE 


WHO 
BARNES 


received from trade as 
chambers of commerce, 
extent that the 
will be main- 
few months of 


sponses so far 
sociations and 
indicate to a reassuring’ 
momentum of business 
tained during the next 
the coming year. 

“Reports indicate that various trades 
already are taking steps to fortify their 
positions and to carry into effect the 
general purpose formulated at the con- 
ferences called by President Hoover and 
the subsequent national business sur- 
vey conference.” 





To Hold Meetings 


Members of National Jewelers Board of 
Trade to Gather in Annual Sessions 
Next Month 


the National Jewelers’ 
are being informed that 
the annual and district meetings of the 
organization will be held next month. 
The most important of these is the gen- 


Members of 
Board of Trade 


eral gathering of the membership in 
New York on Thursday afternoon, Jan. 
16. 


The Cincinnati District members will 
be the first to meet, their gathering be- 
ing scheduled for 2.30 p. 


m., Friday, 





Jan. 3, in the rooms of the Board, En- 
quirer building Cincinnati. E. C. Brunst 
of the Gruen Watch Co., has been nom- 
inated for director, to serve a term of 
four years. 

On Jan. 7, at 6.15 p. m., the New En- 
gland District members will meet in the 
Narragansett Hotel, Providence, where 
they will elect two directors, each to 
serve for four years. The nominees for 
these offices are: Robert W. Hamilton, 
of Hamilton & Hamilton, Jr., and Clar- 
ence J. Roehr, of the Bassett Jewelry Co 

The same day the members in the 
Chicago District will gather at 12 o’clock 
noon, at the Palmer House, Chicago, 
where they will ballot to elect two direc- 





The nominating committee has 
nominated the following to serve for 
four years each: Arthur E. Manheimer, 
of the Manheimer Watch Co., and Claus 
Swanson, of J. R. Wood & Sons. 

The Pacific Coast District members 
will meet on Jan. 8, at 12 o’clock, noon, 
in the Palace Hotel, San Francisco. 
Prentis A. Rowe, of A. I. Hall & Son, 
Inc., has been nominated as a director 


tors. 


to serve for four years. 
Thirty minutes before the annual 
meeting of the general membership is 


held, the members in the New York dis- 
trict will go into session at the Board’s 
headquarters, 22 W. 48th St., New York. 
At this meeting four directors will be 
chosen, each to serve for four years. 
Those nominated include: Julius Oppen- 
heimer, Oppenheimer Bros. & Veith; 
Melville Untermeyer, Untermeyer, Rob- 
bins & Co., Inc.; J. J. Schmukler, and 
Edward Detjen, A. Wittnauer & Co., 
Inc. 

At each of meetir 


these district 





1g 
routine business will be transacted, after 
which nominating committees to serve 
for 1930 will be chosen. 
Hurts Watch Sales 
Birmingham, Ala. Retail Dealers Suffer 


from “Trade Stimulator” Scheme That 
Offers Watches as Premiums 

BIRMINGHAM, Ala., Dec. 20.—Birming- 
ham retail jewelers are losing hundreds 
of dollars by the sale of men’s and 
women’s wrist watches by retail 
ery stores, drug stores, hardware stores 
and other stores in the suburban 
tions of the cty. It is said there is no 
way to stop these stores in other lines 


grac- 


sec- 


from selling these watches. 

4 Chicago, Ill., concern has flooded 
stores in the suburbs with wrist watches 
through a very unique plan. The plan 
is called a “trade stimulator.” When 
the customer trades out $5 with the drug 
store, grocery store, hardware or other 
store, the customer is then given either 
a man’s or woman’s wrist watch for 
$2.89. The firm furnishes the merchant 
with a lot of trade cards which the mer- 
chant punches out as the customer spends 
cash in the store. He is also given a 
lot of hand bills and window cards, ad- 
vertising the watch sale, with his own 
advertisement printed on them. 

The plan is sold to the merchant for 
$25. It includes the advertising matter 
and four wrist watches, two for men and 
two for women. The merchant is given 
a contract good for one year, and under 
this contract the Chicago firm agrees to 
sell to the merchants all these watches 
he wants during the year at a price of 
$2.76 each. 

It is said that some of the merchants 


do not use the advertising at all, but 
that they are selling the watches out- 


right at from $6 to $10 each. 


The watch is advertised as being 
worth $10 retail, and as a “jeweled” 
watch. The watch does not contain the 


manufacturer’s name, and it is not 
known what watch manufacturing com- 
pany is putting out this watch. 
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Additional Rules on Gem Terms 


Federal Trade Commission Accepts Four More Rules Adopted 
at Jewelry Trade Practice Conference Held at Chicago 


WASHINGTON, D. C., Dec. 21.—As the 
result of protests made by the jewelry 
trade following the issuance by the Fed- 
eral Trade Commission of the rules of 
practice approved by the Commission, a 
new rule of business practice for the 
industry has been approved, and four 
other rules adopted at the trade prac- 
tice conference held in Chicago last 
June, were modified. 

Action of the Commission on the rules 
adopted at the conference was an- 
nounced Oct. 28, since which time the 
protests of the trade have been under 
consideration at the Commission. The 
current modifications were made at the 
request of the industry in the interest 
of technical clarity. 

The new rule, designated as Rule 6%, 
Group I, is as follows: 

“To apply the term ‘synthetic’ to stones 
other than those produced by artificial 
means that have approximately the 
same characteristics as genuine precious 
stones, is an unfair trade practice.” 

The Commission in its formal an- 
nouncement states that “this rule is af- 
firmatively approved by the Commission 
as applicable to an unfair method of 
competition under the law, while Rule 
19, of Group II, pertaining also to the 
term ‘synthetic,’ and accepted in the first 
place as an expression of the trade, will 
remain unchanged.” 

Rule 7, Group I, modified, now reads 
as follows: 

“To represent a fresh water pearl as 


a salt water pearl is an unfair trade 
practice.” 

Rule 8, of Group I, modified, now 
reads: 


‘Culture pearls’ 
unfair trade 


“To falsely represent 
as natural pearls is an 
practice.” 


Rule 9, of Group I, modified, now 
reads: 
“To advertise imitation pearls for 


sale without conspicuously using a word 
or words immediately before the word 
‘pearl’ which clearly states that the 
product is an imitation and not genuine 
is an unfair trade practice.” 

Rule 10, of Group I, modified, 
reads: 

“The use of the term ‘indestructible’ 
or its equivalent as applied to natural, 
or imitation pearls and in the advertis- 
ing or sale thereof, is inaccurate and 1s 
an unfair trade practice.” 

When the Commission originally made 
public its approval of certain of the 
practices adopted at the Chicago meet- 
ing, it was found that it affirmatively 
approved 17 of the resolutions and ac- 
cepted 24 of the other resolutions as 
expressions of opinion of the trade. 

It was stated by representatives of 
the trade at the time that some of the 
expressions issued by the Commission, 
particularly those relating to the terms 
of use as to precious stones, had been 


now 


changed so that they did not express 
the thought of the trade. The issuance 
of these revised statements is made in 
an effort to correct that impression. 








Emil Lewy to Retire from Lewy & 
Co., New York 


Emil Lewy of Lewy & Co., importers 
and manufacturers of costume jewelry, 
321 Fifth Ave., New York, will retire 
from the firm on Dec. 31, after being 
associated with the jewelry trade for 





EMIL LEWY, WHO IS RETIRING FROM 
BUSINESS 


30 years. He will be succeeded in the 
firm by his son, J. Walter Lewy, who 
has been connected with the business 
for a number of years. 

The business will be continued under 
the same firm name, but about Jan. 15, 
1930, the showrooms will be located in 
new quarters at 329 Fifth Ave. Mr. 
Lewy’s family has long been connected 
with the jewelry trade, his forbears hav- 
ing been goldsmiths and jewelers for 
the past four generations. 








Bethrothal Rings from Historic 
Jewels 


f gpnasioapsereege ring fashioned from 
some rare old jewel that has been 
prized by her fiance’s family for genera- 
tions, is what the I-want-to-be-different 
young woman chooses for her engage- 
ment ring. And it does not matter much 
whether the stones are diamonds, emer- 
alds, or sapphires, so long as the gems 
once adorned some historic jewel. 

Some of the famous Bond St. jewelers 
are becoming very expert at turning old 
jewels into engagement rings. One such 
example of the modern  Aladdin’s 


wizardry that I saw had been converted 
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from an old diamond and emerald brooch 
that has been in the man’s family since 
the days when Wellington had a slight 
argument with Napoleon on the field of 
Waterloo. This lovely ring is designed 
for the third finger of the hand of one 
of the luckiest girls in the world. 
Besides being a duke’s daughter and the 
prospective bride of one of the wealthiest 
men in the country, she is now the owner 
of many marvelous jewels that have 
reached her in the form of wedding gifts. 
One of these presents is a wonderful 
diamond sautoir that can be separated 
into four bracelets and a brooch. Each 
portion forms an original trinket that 
most women would give their eyes to 
possess, says a writer for the National 
Jewelers’ Publicity Association. 








Brooch Combined with Necklace 
Serves Utility Purpose 
| B-germeesy which sees so many innova- 
tions, is at present mildly delirious 
over the twin necklace. This consists, 
usually, of four strands of pearls joined 
to a massive diamond brooch—two at 
either side. The pearl strands are of 
two slightly different lengths. The two 
short ones are fastened to the brooch 
at the top right and left corners, and 
the two longer lengths at the bottom 
right and left corners. The four loose 
ends are gathered together in the usual! 
diamond and platinum clasp that fastens 
at the back of the wearer’s neck, accord- 
ing to a writer for the National Jew- 
elers Publicity Association. 

When worn, the necklace is gathered 
up in the center by the simple expedient 
of fastening the brooch to the corsage. 
The pearls form a double loop, one inside 
the other, at either side of the brooch. 
The brooch being fastened to the corsage 
forms an automatic safety guard in the 
event of the fastening at the back of the 








neck becoming unloosened for any 
reason. 
President Charles F. Miller of the 


Hamilton Watch Co. announced on Dec. 
19 a year-end wage dividend of $97,000 
to the 1250 employes in the Hamilton 
Watch Co.’s plant at Lancaster, Pa. 
This wage dividend or bonus is equiva- 
lent to approximately 4 per cent of each 
employe’s annual salary for 1929. In 
addition to this cash bonus a special 
stock bonus was given to 250 employes 
whose names are on the service honor 
roll of the company. This honor roll 
includes those who have worked for the 
Hamilton Watch Co. for 15 or more 
years. Among the Hamilton family of 
1250 employes are already numbered 
about 300 stockholders in the company, 
the majority of whom are on the honor 
roll. In his annual message to his em- 
ployes, Mr. Miller stressed the splendid 
cooperative spirit existing between the 
men and management and assured a 
continuance of the special insurance 
with which the company covers every 
employe. In looking forward, Mr. Miller 
says the business outlook for 1930 is 
fully as favorable as was the outlook a 
year ago. 
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Russian News Notes 


A Leningrad Jeweler Arrested for Belonging to Strange Sect—New Agate Deposits Discovered in 
Transcaucasia—Electric Clocks to Be Installed on the Streets of Leningrad—Jewelry Fund 
to Help the Five-Year Plan of Industrialization and Socialization—KEcclestastic Jewelry 
Found in Tambov—Jewish Jewelers of Bokhara Described 


K. Alexeyeff, formerly a well-known 
jeweler of the old Russian capital, was 
recently arrested in Leningrad, together 
with 26 other citizens. They are ac- 
cused of participating in the activities 
of a sect called “Skoptzi.”” The sect is 
under the ban of law as its members 
seriously mutilate themselves and their 
converts while in fits of religious frenzy. 
The “Skoptzi” are also charged with 
anti-Soviet propaganda. 

K. Alexeyeff’s jewelry store was taken 
away from him in the early stages of 
the revolution. He was once sentenced 


to five years of prison for unlawful 
trade in valuables, but it is not stated 
whether he served his term. Now he 


is charged with counter-revolutionary 
activities in his capacity of a “Skoptzi”’ 
leader and preacher. When recently his 
house was searched by the State secret 


police, diamonds and other jewelry 
valued at several tens of thousands of 
roubles were found in Alexeyeff’s pos- 


session and promptly confiscated. 


agates are reported 
to have been lately found in the Ged- 
zam gorge, at  Zitel-Kalaki, Soviet 
Transcaucasia. The newly discovered 


deposits of the precious stones are said 
“s 


New deposits of 


to be very rich; some stones are 25 
centimeters long and 100 centimeters 
thick. The new deposits will be mined 


by the State for technical uses only and 
not for the making of any jewelry. 


Krasnaya Gazetta (“The Red News 
paper”) of Leningrad states: 

“It seems that the ugly state, in which 
we see the communal clocks, will be 
brought to an early end. One hundred 
and fifty electric clocks will be installed 
at trolley-car stations within the cur- 
rent fiscal year. Besides, measures will 
be taken to fix and renovate the 
clocks, most of which either show wrong 
work at all.” 


kiosk- 


time or do not 


The creation of a Golden or Jewelry 
Fund is urged by certain groups of 
Russian workers for the better success 
of the five-year plan of Soviet indus- 
trialization and_ socialization of the 
country. The fund will be composed of 
voluntary contributions of their per- 
sonal jewelry (such as watches of gold 
and silver, wedding and engagement 
rings, etc.), by Soviet citizens to the 
State, to be applied to the budget of the 


By Avsert Parry 


five-year plan. The first contributions 
were made by the oil-field workers of 
Baku, on the Caspian Sea shore, and 
by hospital workers of Bobruisk, West 
Russia. A nation-wide drive is now 
under way. 


The latest Soviet regulations and bor- 
der practices seem to indicate that no 
jewelry in any form can be taken along 
by persons leaving the Soviet Union. A 
traveler can take with him or her no 
more than one wedding ring. No fur- 
ther exceptions or privileges are granted 
to anyone. 


Secret vaults with much ecclesiastical 


jewelry were discovered by the local 
Soviet authorities of Tambov (Central 
Russia), when the Pitirim Cathedral 


workers’ or- 
a club-house. 


was being given over to 
ganizations and made into 
The authorities were searching for this 
jewelry ever since 1918. The State 
treasury is the beneficiary of the find. 


Days’), a 
interest- 


Tridzat Dnei (“Thirty 
Moscow monthly, publishes an 


ing’ article on the Jews of Bokhara 
(Russian Central Asia), in which we 
find the following paragraph on the 


jewelers of that distant ghetto: 

“In the coolness of the Silver Stalls, 
eminent jewelers sit, the unhurried per- 
sonages of the Old Testament, they who 
maintain trade ties with Damascus and 


Bagdad. The silver row has a peculiar 
smell—the smell of a pond in an autumn 
grove. Perhaps such is the aroma of 


the local silver! On the lids of their 
cedar chests, these jewelers place great 
earrings made of muddy and spongy 
silver. Two pairs of earrings and three 
cheap rings—here is the entire five- 
rouble stock of such a jeweler. Silently 
he sits in his little store week after 
week till he sells a penny bracelet to 
a curious traveler who wandered into 
3okhara.”’ 

In another paragraph the writer 
states that most of the local silverware 
is manufactured by the Jewish jewelers 
of Bokhara. The Jews of Bokhara little 
differ from other natives of Central 
Asia. They are said to have lived there 
since the time of the destruction of 
Jerusalem, being the descendants of 
those emigrants who refused to be dom- 
inated by the Romans. 


W in- 


Thieves Escape After Robbing 
dows in Bethlehem, Pa.. 

Jewelry Store 

Dec. 19.—Three 

Same ones 

holdups 


two 


BETHLEHEM, PA., 
robbers, believed to be the 
who have staged a number of 
in Bethlehem recently, smashed 
large jewelry display windows last Sun- 
day night at the Earl H. Gier jewelry 
store, 129 W. Fourth St., and 
with loot valued at several hundred dol 
lars. Police of this and neighboring 
cities have been provided with a descrip- 
tion of the men. 

The Gier jewelry 
Bethlehem postoffice building, and it was 
a Federal employe who heard the crash 
of the plate glass. He police 
headquarters and a detail of detectives 
Mr. Gier was also 
front of the 
three robbers 


When the 


escaped 


adjoins the 


store 


called 


hurried to the scene. 
awakened and got to the 
store in time to see the 
speed away in a machine. 
police arrived, they found some of the 
jewelry on the pavement in front of 
the store, as well as the jacks used in 
smashing the windows, but were unable 
to get any trace of the thieves. Mr. 
Gier is unable as yet to determine the 
exact amount of his loss. 


The Platinum Market 
Prices on the platinum market which 
have been constant for the past month 
were quoted at slightly lower figures this 


week, the quotations for soft platinum 
and platinum containing 5 and 10 per 
cent iridium decreasing while iridium 
and palladium stood at their previous 
levels. The official prices are as follows: 

Per 

(our 
Soft plat ut $63.00 
Platinum cor rr 70.50 
Plat nut! co! ta i” lel el ] 7*® tie 
[ridium 


Money in Leather Goods 


(Continued from page 31) 


Fitted traveling bags and cases should 
be given special emphasis in the seasons 
they are most in demand. The summer 
sales of the jeweler can be increased 
through this one line alone. 

In conclusion, it might be pointed out 
that through the installation of a leather 
goods department the jeweler reaches 
an increased number of customers, cus- 
tomers who may eventually be 
watches, diamonds, silver and jewelry. 


sold 
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Alleged Swindler Caught 


Man Accused of Passing Worthless Checks 
on Rochester Jewelers Arrested 
in California 


RocHESTER, N. Y., Dec. 21.—Less than 
six weeks after two Rochester jewelers 
had been swindled out of a total of 
$2,400 by a suave and smooth talking 
confidence man, a man said by police 
to have done the jobs was arrested at 
Culver City, Cal. His name, police 
claim, is Herbert E. Cassidy. Extradi- 
tion papers are being prepared to return 
him to Rochester, where he will face 
charges of grand larceny, first degree, 
and forgery. 

The man was arrested on descriptions 
broadcast by Detectives Sharpe and 
Sweeney of the Rochester Police Depart- 
ment. A week before he was arrested in 
Culver City, he was halted by police in 
a Texas town, but was released before a 
telegram arrived from Rochester asking 
he be held. 

The man is accused of passing three 
worthless checks, one for $1,200 and two 
for $600 each, while posing as a promi- 
nent Rochester dentist. The police be- 
lieve he is the same man who walked 
into the retail jewelry store of Henry 
Oemisch, 328 Main St. E., left the alleged 
$1,200 check and took a diamond in 
exchange. On the same day it is alleged, 
he completed a similar transaction in 
the retail store of S. D. Burritt, 53 
Clinton Ave. S. 





Holdup Men and Window Smashers 
Visit Philadelphia and Nearby 
Jewelers 

PHILADELPHIA, Dec. 25—A_ jewelry 
crime wave hit this city and vicinity 
during the holiday season, the criminals, 
in the main being of the petty kind. 

A daring piece of banditry this sea- 





son was at Jamesburg, N. J., not far 
from Trenton, where two thieves en- 
tered the store of Daniel M. Clarke, 
jeweler, and finding him alone, forced 
him into a rear room of the store at 
the point of revolvers, then bound and 
gagged him and ransacked the show 
cases, escaping with loot, valued by 


Clark at about $5,600. 
In Camden, across the river from this 
city, a thief hurled a brick through the 
display window of the jewelry store of 
William Greenberg, at 317 Kaighn 
Ave., a busy section, and fled after grab- 
bing three diamond rings from a tray. 
The rings were valued at about $300. 
In this city the jewelry, radio and 
novelty store of Finkelman & Hollander, 
227 Market St., was the scene of a dar- 
ing daylight robbery in view of hun- 
dreds of passersby in that busy section. 
Isidore Finkelman and Aaron Hollander, 
proprietors, were held up by three men. 
They took all the jewelry, fountain pens 
and novelties in the place, looted two 
cash registers of a total of $600 and 
took $300 and some jewelry from the 
safe. 
Police foiled a plan to loot the pawn- 
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shop of J. D. Traub, Reed and 28th Sts., 
by the arrest of three men, two of whom 
had ripped off a heavy wire screen from 
the rear door of the Traub store. They 
had attempted to “jimmy” the door open 
but failing, had bored several holes 
around the lock and were ready to try 
to drive out the lock when the police 
interfered. 








Alleged Check Swindler Arrested in 
Baltimore Said to Be Wanted 
in Other Cities 


BALTIMORE, Mp., Dec. 22.—The man 
arrested here a week ago after trying to 
pass two checks for $800 and $600 re- 
spectively on Baltimore jewelers is said 
to be wanted in several mid-western 
cities for passing forged check on jew- 
elers, according to Detective Matthew 
Dunn. ‘The prisoner, who has refused 
to talk, is known as Albert McMahon, 
alias H. M. Roberts, alias Murray. 

Captain of Detectives C. H. Burns 
today received a telegram from Chief 
Jacob Graul, Cleveland, stating that the 


man is wanted for passing a forged 
check for $836 on the Beattie Jewelry 


Co., of Cleveland. He is alleged to have 
gotten a ring from the Beattie firm. 

Detective Dunn asserted that Mc- 
Mahon has been sought by the Pinkerton 
National Detective Agency for a long 
series of passing forged checks on jew- 
elers in Cleveland, Cincinnati, Detroit 
and Milwaukee. Checks were passed at 
the following jewelry stores, according 
to Dunn: Louis Hummel, Cincinnati; 
Frank Herschede, Cincinnati, and Albert 
Schaub, Detroit. 








Window Smashers Get Loot Worth 


$1.650 From Evansville. Ind.. 
Jewelry Store 
EVANSVILLE, IND., Dec. 21.—Robbers 


broke a window in the Rainbow jewelry 
store at Brazil, Ind., at 3 a. m. Wednes- 
day and escaped with diamonds valued 
at $1,650. A man and woman driving 
a sedan had been seen in the city during 
the day, acting suspiciously, it is said, 
and police after the robbery made a 
search for them, but they had left the 
city. 

The theft was confined entirely to the 
diamond ring's, all in white gold settings, 
an appraisal of the window indicated. 
The police in neighboring towns have 
been notified. 








Window Smasher Arrested and Sent 
to Prison Four Days After Robbing 
Hannibal. Mo.. Store 


HANNIBAL, Mo., Dec. 20.—Friday the 
13th proved unlucky for James Qualo, 
an Italian, giving his address as Eliza- 
beth, N. J., who smashed and robbed the 
front show window in the store of the 
Heiser Jewelry Co., 115 S. Main St., this 
city. The window smasher stole jewelry 
worth and two hours after the 
robbery he was arrested and the loot re- 
covered. 

Last Monday Qualo was sentenced to 
serve four years in the Missouri State 
Penitentiary at Jefferson City. 


POMP 
do10 











Check Passer Busy 


Man Posing as Insurance Company Repre- 


sentative Operating in the Metropolis 


Jewelers in New York and Brooklyn 
are being cautioned to be on the alert 
against a man who has presented bogus 
checks to merchants in return for mer- 
chandise. The man, who uses checks on 
New York and Brooklyn banks, has used 
the name of “Walter J. Wilkes” and 
identifies himself as a representative of 
an insurance company. 

He is described as being between 32 
and 35 years of age and five feet 10% 
inches in height. He weighs 150 pounds, 
is of light complexion and slim build and 
has sharp features, brown hair and poor 
teeth. When last seen he was wearing 
a blue overcoat with a velvet collar and 
a brown fedora hat. The Pinkerton 
National Detective Agency, 154 Nassau 
St., or the Police Department should be 
notified if other attempts to pass worth- 
less checks are made by “Wilkes,” 








Bandits Rob Detroit Jewelry Store 
and Escape in an Automobile 


DETROIT, Dec. 19.—Two bandits en- 
tered the retail jewelry store of Morris 
Indianer at 8743 Linwood Ave., at 9.15 
on Dec. 16, held up a clerk at the point 
of a pistol, bound and carried him to a 
rear room, and then proceeded to gather 
up $2,000 worth of merchandise. 

As the robbers were leaving, Indianer, 
the proprietor, entered the store and 
was struck down by a blow on the head. 
The two men then escaped in an auto- 
mobile. 

The clerk had opened the store but a 
few minutes before the holdup and was 
taking the jewelry from the safe when 
the robbers entered. 








Displays that Stop the Passersby 


(Continued from page 35) 
taken to eliminate any such objection 
by having the store unusually well 


stocked, from playing cards to the finest 


diamonds. The location of the store at 
13201 Shaker Sq. is in the heart of 
the Heights section, in itself a strong 


appeal to the public. There are no 
parking troubles or other annoyances in- 
cident to down town. 

The store itself is distinctly different 
from the average jewelry store, as the 
photograph shows. It conveys a home- 
like impression with its heavy carpets, 
cozy fireplace, beautiful lighting and 
Early English architecture. It was de- 
signed by Mr. Avery, president of the 
company, who gathered ideas for it 
while on trips to Europe. The manager 
of the store is Richard Fraser, who has 
been with the company for 15 years and 








has had a lifetime experience in the 
jewelry business. 

A charter has been issued under 
Pennsylvania laws, to Smith & Sons, 


Inc., retail jewelers of Easton, Pa 
James L. Smith obtained the charter and 
the capital is $30,000. 
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Rings Disappear 


Surrounds Twenty-four 


Mystery Theft of 


Solitaires from New York Establishment 


Detectives Edward Kalbfleisch and Di 
Resi of the Greenwich St. station, New 
York, are attempting to locate a tray of 
24 solitaire diamond rings, weighing 
from one-half to two and a half carats, 
and valued at over $7,000, which mys 
teriously disappeared on the evening of 
Dec. 19 from a showcase in the second 
floor sales room of Bennett Bros., whole- 
sale and retail jewelers, 175 Broadway, 
New York. 

Although many clerks duty 
and customers were passing in and out 
of the store, the thief was able to pry 
open the door of the showcase and carry 
off the tray without detection. The loss 
was discovered by Herbert Bennett when 
he returned from a late supper shortly 
before nine o’clock. The tray was last 
seen at six o’clock, and at first it was 
thought it was misplaced, but a thor- 
ough search failed to locate it. 

Employes of the concern 
having seen a man place an overcoat on 
the counter, and it is believed that this 
was used as a screen to cover the tray 
when he forced open the case, probably 


were on 


recalled 


with a metal “jimmy.” No positive 
identifications of Rogues’ Gallery pic 
tures were made, although one of the 


girl employes of the firm selected sev- 
eral likenesses which the detectives are 
using as clues. 








\ Mysterious Theft 


Five Rings Disappear from Office of Neu 


York Jewelry Concern 


A tray of five rings valued at over 
$12,000 was discovered stolen from the 
private office of Trabert & Hoeffer, Inc., 
jewel brokers and appraisers, Fifth 
Ave., New York, last Friday morning. 
The concern occupies Room 506 on the 
fifth floor of the Guaranty Trust build- 
ing. 

The rings were on a display easel in a 
case in the company’s private office, and 
the thief obviously forced open the end 
door of the case and extracted the tray 
while employes of the firm were engaged 
in attending clients. The police and in- 
vestigators for the insurance brokers, 
with whom the merchandise was insured, 
are working on the case and have full 
descriptions of the missing articles to 
aid them in their search. 

The stolen rings all bore scratch num- 
bers and from the following descriptions 
should be easily identified: one set with 
emerald cut long shaped diamond, 10.10 
carats, slightly off color and having four 
baguette diamonds in the ring mount- 
ing, scratch number 2346; another ring 
is also set with an emerald shaped dia- 
mond weighing 8.07 carats with a slight 
trace of color, and in the shank is 
mounted six baguette diamonds, scratch 
number 2275; a third ring is also set 
with an emerald cut diamond, 4.43 carats, 


522 
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and around this gem is mounted eight 
small diamonds, scratch number 2345; 
another is described as being mounted 
with a sapphire, 4.72 carats, surrounded 
by six small diamonds in the shank, 
scratch number 2195; while a fifth ring 
bears a square cut diamond weighing 
2.85 carats, on the side of which is set 
two baguette diamonds, scratch number 
2228, 








Held 


Robbed by Three Men and a 


Canadian Jeweler Up and 


Woman 


MONTREAL, CAN., Dec. 21.—J. E. Le- 
blanc, jeweler, 1111 Mount Royal Ave., 
was held up and robbed in his store by 
a woman and three men last Tuesday 
night when the was opened for 
holiday trade. 

\ stylishly dressed woman, accompanied 
by a man, entered and asked to be shown 
some rings. Three trays of valuable 
rings were produced for their inspection 
and a few minutes later two other men 
came in and asked to be shown some 
watches. Suddenly drawing revolvers 
they covered the proprietor, telling him 
to put up his hands. 

The first man then pointed a revolver 
at Mrs. Leblane who was assisting in 
the while the woman gathered 
all the jewelry from the counter and 
placed it into a large handbag. The 
gang then drove off in a waiting auto- 
mobile. 

The value of the stolen goods is about 


store 


store, 


$2,500. The police believe that the 
woman is the same one who figured in 
several other robberies which have re- 


cently occurred in this city. 








Large Diamond Discovered in the 
Lichtenburg Area 
HE fact that some good sized dia- 


monds are still found in the diggings 
in the Lichtenburg area is again shown 
by the discovery at Bakers of the largest 
diamond that has ever come from the 
district. It was found by a digger 
Jacobs. It is a “Kimberley white,” 
weighing 101 carats, and was sold to K. 
de Kock for £6,600. This represents a 
price of a little over £65 per carat. 

This stone is about the size of a 
pullet’s egg, glassy and slightly off 
color, and in the opinion of experts it 
is worth at least £100 per carat. 

Another fine discovery was made at 
Manana, where a 25-carat glassy was 
sold for £1,050. 








A Correction 
Through an inadvertancy it was men- 
tioned last week in the head and a cap- 
tion that Col. C. Sinclair Weeks, presi- 


dent of Reed & Barton, silversmiths, 
had been elected Mayor of Taunton, 
Mass. As a matter of fact Col. Weeks 


was chosen Mayor of Newton, Mass., 
which office, the story itself stated, was 
won after a strenuous campaign. Reed 
& Barton are located in Taunton. 
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Milwaukee Jeweler Beaten in Fight 


Auction Ordinance 


Against City 


MILWAUKEE, WIs., Dec. 21.—Joseph 
Saltzstein, jeweler, 518 Wisconsin Ave., 
lost his case in the Wisconsin Supreme 
Court in his attempt to prevent the city 
of Milwaukee from enforcing its ordi- 
nance governing auction sales of jewelry. 
Temporary restraining orders had pre- 
viously been obtained by Mr. Saltzstein 
from Court Commissioner Charles Orth 
and from Circuit Judge E. T. Fairchild, 
the contention being made that the ordi- 
nance was unconstitutional. 

In making the decision Justice Rosen- 
berry of the Supreme Court said: “The 
ordinance is presumed to be valid in its 
entirety.” The was heard in 
chambers with Leo Mullaney, assistant 


case 


city attorney, appearing for the city, 
and Attorney Floyd Jenkins for the 
jeweler. 

Three warrants were issued against 
Mr. Saltzstein following the decision 


one charging him with holding an auc- 
tion sale without a license, one charging 
employment of an unlicensed auctioneer, 
and one against the section of the law 
which prohibits jewelry auctions be- 
tween 6 p.m. and 8 a.m. The city ordi- 
nance provides a fine of from $10 to $100 
for holding more than one auction sale 
a year between certain business hours. 
Another case involving the same ordi- 
nance and in which an injunction was 
secured by Max Salomon, jeweler, at 430 
Wisconsin Ave., has been heard before 
Circuit Judge Edward T. Fairchild who 
has vacated the injunction. The city, in 
combating the injunction, claimed the 
petition was a subterfuge in order to 
allow these auctions during the holiday 
season when shoppers are most gullible. 
Mr. Salomon announced that steps 
will be taken by him to test the legality 
of the city auction ordinance in its 
entirety. A notice of appeal has been 
filed by Mr. Salomon with Assistant City 
Attorney Elmer Groth from the order of 
Judge Fairchild and the case will be 
argued before the Supreme Court in 
January. In his appeal the defendant 
sets forth that he was refused an auction 
permit by Mayor Hoan and that the city 
ordinance governing the refusal of vhe 
permit was unconstitutional. The city 
answers that the application for a per- 
mit was defective in that Mr. Salomon 
held an auction in April and the ordi- 
nance limits firms or individuals to one 
auction annually. The city upholds the 
constitutionality of the ordinance. 








Decrease in Silver and Gold Output 
of Alaska 


WASHINGTON, D. C., Dec. 22.—The In- 
terior Department estimates that in 


1929 the gold output of Alaska, was 
valued at $7,748,000 compared with 


$6,845,000 mined in 1928. In 1929, also, 
it is estimated that silver mined was 
valued at $240,000 compared with $266,- 
000 in 1928. 
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If a_ business 


Employing Outside Salesmen 


Is it possible to employ an outside 
salesman with profit to the retail 
jeweler? 

Practically every line of business is 
directly or indirectly affected by house- 
to-house canvassing for business. In 
some cases this competition with store 
sales is real competition, not cooperation 
In others, the retail store is the origin 
of the outside salesman’s efforts. 

Under certain conditions the retail 
jeweler can profitably employ an outside 
salesman. Under other conditions it 
would be unprofitable, and practically a 
detriment to the business. 

The exclusive store may send an em- 


ploye from the store to certain cus- 
tomers, when requested to do so, and 
even at times upon the store’s own 
initiative. But this is not to be con- 


sidered as on a parallel with house-to- 
house solicitation. 

As an instance of proper solicitation 
for business in the home we might cite 
the approaching wedding. There is no 
reason why a salesman might not ap- 
proach the father, or mother, 
with samples of wedding stationery. 
The most exclusive establishment has 
no prestige to lose by doing so, and 
much business to gain. 

The exclusive store may send a sales- 
man with samples of jewelry and other 
articles to nearby towns, where it may 
be announced that he will have the items 
on display at the hotel, and will display 
them to interested parties by appoint- 
ment. Many exclusive firms in other 
lines take advantage of securing busi- 
ness in this way. 

There are other occasions when it 
would be proper to seek business outside 
of the store. If it is learned that an 
organization is going to make a presenta- 
tion of some kind, a watch, a loving cup, 
or some other item from a jeweler’s 
stock may be suggested as the most ap- 
propriate for the occasion, and samples 
and prices may be quoted personally to 
the interested parties. 

Certain lodges present jewels to re- 
tiring officers. Personal _ solicitation, 
through the proper information given 
and the constructive suggestions offered 
for making the presentation of more in- 


bride’s 
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trinsic value, would be quite proper for 
any firm. 

This is outside salesmanship, but it is 
not promiscuous canvassing for business, 
which the exclusive jeweler cannot do 
without loss of prestige. On the other 
hand, there are many jewelers who might 
very conceivably solicit business in the 
home with profit. Given a plausible 
reason for calling at the home with his 
proposition the jeweler would not suffer 
from house-to-house canvassing. Such 
occasions are remodeling wedding rings 
and old jewelry, a trade-in sale of 
watches or clocks (although this may be 
more in the way of advertising than of 
soliciting). In the first instance he 
must be able to sketch suggestions for 
remodeling jewelry. In the other case 
he must have sufficient knowledge to 
indicate the price at which a timepiece 
will be accepted in trade. 

A jeweler might find it fitting to solicit 
business in sterling by presenting the 
new time-payment proposition. Samples 
may be carried in order to make sales 
directly in the home. 

It is very probable that it will not pay 
any jeweler to institute a promiscuous 
house-to-house canvass. But it will pay 
in many instances to solicit from certain 
localities, or from a previously prepared 
list of individuals. Take the sterling 
proposition, as an example, it is quite 
possible to place this proposition before 
the women of the home of the better 
classes. Certain localities of the city 
inhabited by these classes might be 
selected for the canvass. Or, probably, 
a better method would be to select the 
names of the people who are in a posi- 
tion to purchase on this plan, and en- 
deavor to make appointments for the 
salesman to call and explain the proposi- 
tion, and display his samples. 

It must not be forgotten that the home 
is constantly being invaded by a horde 
of canvassers for many lines of busi- 
ness, some of them of a high type, it is 
true, but mostly of a class that is in- 
tended merely to extort dollars from the 
householder. If the jeweler 
business through ap- 


unwary 
attempts to do 


proaching the prospect in the home it 
must 
respect 


manner to ercate 
and not fall 


be done in a 
for his business, 





TT he 





*“Merchandising Editor of 





the 


into the class of the usual bothersome 
canvasser. 

* * * 
Parking in Front of Windows 


feet from the 
this city, is 
a junction for school children, for ladies 


Our store is located 20 
most prominent corner in 
making luncheon engagements, in fact. 
seems that everybody in town 
has to park at our windows, not facing 
them, but with their backs to them. The 
result is that our window displays go for 
naught, our doorway is blocked. It is 
always necessary to push someone aside 
to get into our store. Never, during the 
entire day, can anyone just walk up to 
our windows and look at our displays 


it just 


without pushing someone aside to do so. 

Given a location where a large number 
of people just naturally have to stop, one 
would consider it the best place for a 
store. But, when the people who stop 
at this spot are intent on doing some- 
thing other than shop, the situation takes 
on another aspect. 

Experts in locating a new store’s situ- 
ation do consider the number of people 
passing a given point, but they also take 
into very careful consideration the in- 
tent of these people. One hundred people 
passing a given store intent on shopping 
are worth 10,000 people passing, intent 
on getting somewhere as soon as pos- 
sible. 

Also, the class of people passing the 
point where a store is located counts for 
much. School children are not con- 
sidered a very good class as prospective 
customers for a jewelry store, although 
a candy shop might welcome them 
Women intent on luncheon dates are not 
altogether a class that bodes much for 
the jeweler either, although women are 
inherently a good class of customers. 

Crowds of people intent on something 
else are not a very desirable mob in 
front of any store, much less a jewelry 
store. 

So much for the situation as it stands. 
What can be done about it? 

As a matter of fact, there is some 
slight compensation in the crowding in 
front of the store. While this jeweler 
considers that the crowd turns its back 


(Continued on page 104) 
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Business Reached High Levels in 1929 
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Secretary of Commerce Lamont Reports Solid Economic Progress of Past Year Despite Recessions 


in Later Months 


WASHINGTON, D. C., Dec. 24.—‘‘Ameri- 
can business in 1929 reached higher levels 
than ever before, notwithstanding reces- 
sions in some lines in the later months,” 
said Secretary of Commerce, Robert P. 
Lamont, in a statement reviewing busi- 
ness conditions for 1929 and 1930. He 
continued: 

“Measured by quantities, not 
the output of our manufacturing indus- 
tries broke a!l previous records, being 8 
per cent higher than in 1928. The min- 
eral production shows precisely the same 
percentage of gain, and here, too, a new 
high level was established. Freight car- 
loadings rose by 3 per cent. Employ- 
ment in manufacturing industry and the 
amount of wage payments were both 
considerably greater in 1929 than in the 
preceding year. 

“Our domestic trade, as 
the department 
order houses, and chain-store 
attained peaks never before 
When allowance is made _ for 
changes the latest figures show that in 
volume our foreign commerce also 
reached new high levels, being much 
greater than even in the abnormal war 
period, 

“Commodity prices have been steady, 
with a slight downward tendency. There 
has been no undue accumulation of 
stocks of goods. Dividend payments of 
industrial and public-utility corporations 
were about 20 per cent greater than in 
1928. There was a decline of 7 per cent 
in failures among industrial and com- 
mercial concerns, aS measured by the 


value, 


indicated by 
stores, mail- 
systems, 
touched. 
price 


sales of 


amount of labilities; this may be con- 
sidered a dependable indicator of the 
general soundness of business. 

“The only important branch of busi- 


ness showing less activity in 1929 than 
the year before was construction—the de- 
crease in new contracts being very large- 
ly confined to residential building. 

“The solid economic that I 
have indicated was not in any sense the 
result of a ‘boom.’ Its very substantial 
character helped greatly to alleviate the 
effects of the marked break in prices of 
stock-exchange securities during October 
and November. 

“The most important single indicator 
of economic activity is the index of the 
output of the manufacturing industries. 
This showed an increase of approximate- 
ly 20 per cent over 1923—a very active 
year. There was a strong demand dur- 
ing the year for coal and for the metals. 
This increased production of mineral 
and manufactured commodities was re- 
flected—as I have already mentioned—in 
a larger movement of railway traffic. 

“Automobile production last 


progress 


year 


Construction Shows Decrease 


to Continue in 1930 


by far the 
Although 


reached about 5,500,000 units, 
largest output ever attained. 
the closing months showed a greater 
seasonal decline than usua!, the very 
large production during the other months 
brought about an increase, for the year 
as a whole, of 27 per cent as compared 
with 1928. The exports of automobiles 
have rapidly increased, reaching a peak 
total in 1929. 

“While there was some advance in the 
general level of wholesale prices in 1928 
over 1927, the year 1929 showed a slight 
recession. This was not the result of 
any sudden break. During most of the 
individual months, even when factories 
and mines were most active, the prices 
were somewhat lower than in the corre- 
sponding period of 1928. Increase in in- 
dustrial efficiency accounts both for the 
greater output and the general down 
ward tendency in prices. 

“The new construction 
awarded fell off considerably. But the 
backlog of large contracts placed during 
1928 and in the early months of 1929 
made possible an actual volume of con- 
struction nearly as large as that re- 
ported for 1928. There was a lowering 
in the demand for materials particularly 
identified with residential construction, 
such as lumber, brick, cement, and 
enameled sanitary ware. 

“Except possibly for certain 
of the construction industry, legitimate 
business found funds plentiful and rea- 
sonably cheap, despite the sharp rise of 
interest rates before the stock-market 
crash, A wide spread between the rates 
on brokers’ loans and the rates charged 
borrowers was maintained 
teserve Board, in cooper- 


contracts 


branches 


to business 
by the Federal 
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Prosperity and Progress Expected 


ation with the nation’s bankers. Long- 
term business borrowing was accom- 
plished very extensively by floating 


stocks on a rising market—often to re- 
tire bond Thus the year-end 
finds most of the key industries of the 
country with stronger capital structures, 
and in better cash-and-inventory posi- 
tions, than at any time in our history. 

“Following the security liquidation in 
October and November, interest rates 
declined to the lowest levels in 18 months. 
Foreign lending, so essential to our ex- 
port business, was resumed to some ex- 
tent in the final quarter—through heavy 
withdrawals from our market of foreign- 
owned short-term funds. Foreign pur- 
chasing power was stimulated, also, by 
sympathetic liquidation of securities in 
every important country. 

“Exports of American manufactured 
goods reached the huge total of approxi- 
$3,250,000,000, about 9 per cent 
greater than in 1928, and about 80 per 
cent more than in 1922. This growth of 
exports has made possible more continu- 
ous employment of American labor and 
capital. Import trade was also excep- 
tionally large, especially when allowance 
is made for the recent decline in the 
prices of certain major important com- 
modities. ‘The large volume of imports 
is the result of our high purchasing 
power and of the increasing productive 
capacity of many foreign countries. 

“Although some of our _ industries 
lagged behind, there was on the whole, 
during 1929, less disparity between slow 
and active branches of business than 
has been apparent in other recent years. 

“Broadly speaking, the business his- 
tory of 1929 recorded the continuation 
of a movement which has been substan- 
tially unbroken for an exceptionally long 
period. It is impossible, of course, to 
forecast what temporary ups and downs 
may occur. But the nature of the eco- 
nomic development of the United States 
is such that one may confidently predict, 
for the long run, a continuance of pros- 
perity and progress.” 


issues. 
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Market Prices for Silver Bars 


The following are the quotations for 


silver bars in London and New York 
as reported for the past week: 
Selling Price 
London U.S. Gov’t New York 
Date Official Assay Bars Official 
Dee, 17 22% 511% 48 % 
18 22% 1 $8 54 
19 22 0% 48 3% 
160...-. ~ 39% 50% 18% 
21 2244 01% 181, 
2 21% 1954 47 Y, 
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oA British Gemmologist in New Yor 


Interesting Description of the Gem Section of the American Museum 
of Natural History 


By Elsie Ruff in the “Goldsmith’s Journal’ of London 


NE expects to consult the index board and to take 

one’s stand in a huge elevator before reaching the 

Mineral Gallery just because it is New York. One 
must therefore whisperingly confess, even though one 
does not happen to be secretly in love with the South Ken- 
sington museum, that America has—shall we say—a re- 
markably fine building. 

From the gemmologist’s viewpoint the arrangement of 
the Mineral Gallery is ideal. On each side of this spacious 
hall are the crystal collections, including several cases 
devoted to models of the atomic structure, which are par- 
ticularly interesting. Unlike South Kensington, the gem 
stones are not mingled with their mineral species but hold 
pride of place in 29 cases ranged right through the center 
of the hall, each case containing a sufficient quantity of 
the rough material adequately to link up the crystal life 
with the “civilized” specimens. Moreover, the exhibits are 
well spaced (in fact, some of the cases would welcome 
additions) and allow the student ample opportunity for a 
careful study of each stone without his attention being 
too diverted by others of equal attractiveness. 


Diamonds and Sapphires 


Undoubtedly the poorest case in the whole 29 is that of 
the diamond display, with its assemblage of white, pink, 
green, brown, yellow and black stones cut in the old style. 
No museum ever seems wealthy enough to acquire beauti- 
ful examples of the world’s favorite. Case number two 
provides a large quantity of rough sapphires and a very 
unusual cut stone weighing 66.85 carats which is described 
as “wistaria purple.” Despite its poetical name it is 
without beauty. This corundum case is somewhat com- 
pensated for by a second of its kind where an ancient gem 
in the form of a colossal blue star sapphire of Ceylonese 
origin is alone worthy of a special visit to the building. 
Another sapphire in a lovely shade of yellow claims 100 
-arats. 

Aquamarine 


Probably one of the most magnificent pieces of aquama- 
rine in the rough is to be found in number four case. This 
delightful piece of crystal is a native of Minas Geraes, 
3razil, and weighs 13 pounds. Whoever was responsible 
for the creation of the word aquamarine must at that 
moment have gazed upon just such a color, because this 
piece positively “talks” sea. Resting beneath the splendor 
of this blue mass can be seen such “small” polished gems 
as a Ceylonese stone of 355 carats and a 144.51 Brazilian 
in a deep, deep sky blue—so different in tint as to make 
one question its species. In case number five there are 
delicate, pale milky blue beryl spheres, cabochon cut beryls 
with a cat’s-eye effect and some extraordinarily pretty 
crystals of beryl in the combined colors of blue and pink. 


Topaz 
The topaz display is a study in itself. A light blue topaz 
weighing 1463 carats is cut in the shape of an egg and 


facetted. Rich, slippery yellow specimens—not of the 
quartz family—are coupled with some wonderful pink 








stones which do not confess to the crucible experiment and 
furthermore have taken unto themselves the very unro- 
mantic name of amethystine. Why play with words? 
Topaz holds greater sway, even to the uninitiated, than 
ever amethyst could hope to attain. 

Case number seven presents a short dissertation, with 
which one hotly desires to argue, upon the spinel. It re- 
fers to the balas ruby and the ruby spinel as “so-called” 
rubies and goes on to state that in the trade they are 
“disguised” as the “orrienta ruby” and the “pigeonblood 
ruby.” One feels the “pigeon’s blood” tint is too firmly 
established in the corundum world to warrant a sugges- 
tion that such a term has joined forces with the spinel 
variety. A search of number eight case reveals a nice 
collection of demantoids from Poldenwaja, Siberia, while 
a small side case exhibits a pear shaped kunzite weighing 
191.81 carats and a rock crystal Chinese snuff bottle beau- 
tifully decorated on the inner surface. 


Colorful Tourmaline 


From the point of view of color the tourmaline collec- 
tion runs riot. A pink, Madagascan emerald cut stone is 
labeled 40% carats. Another has selected two shades of 
pink as its ensemble and is cut en cabochon. A section of 
a parti-colored crystal has a perfectly green center bor- 
dered by a narrow edge of pink. One cabochon stone is 
cut to disclose an equally divided pink and green effect. 
Stones expressing two shades of one color might easily 
be passed with a single remark, but when nature chooses 
two distinct colors and molds them both in a single crystal, 
something deeper than mere admiration is stirred. 

The next case unveils an exquisite blue zircon of 30.10 
sarats. Advancing, one discovers a deep tourmaline green 
cat’s-eye, while alexandrites from Ceylon form a valua- 
ble show. The opal always has a strong following and 
visitors pressing round this case foretold the pleasure in 
store. There was an interesting piece of opal mosaic from 
Queensland, Australia—two pieces of odd “pinky-opal”’— 
several cabochon stones of opalized wood showing the 
structure—choice fire opals and one or two pieces of the 
rough mineral claiming all the colors of the spectrum for 
its pageant of beauty. 

Then came the crystal globes without which no museum 
is complete, succeeded by the numerous variations of 
quartz, particularly the rose variety. This was followed 
by a large dish cut from multitudinous amethyst crystals 
en masse, a charming amethyst ball, a bowl made entirely 
of aventurine black spheres and centering in a cloudy 
black. Beside this stood two more slices of agate spotted 
and colored like a leopard’s back. 

Carved Gems 

After the feldspar gems was a case devoted to mate- 
rials for carved objects, and here was jade, jadeite, fluorite 
and selenite. Case number twenty-two boasted a little 
Indian cup and cover in the palest piece of jade with 
jeweled edge of rubies and diamonds. With the less fa- 
miliar gems were kunzite, hiddenite, rutile, thomsonite, 
(Continued on page 69) 
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EXTENDING 
the cordial compliments of the season, we hope 
that the year 1930 will bring you the gtft of “all 
good things.” 


EXPRESSING 
our sincere appreciation of the Trade’s patron- 
age, we trust that we may continue to serve you 
in away to warrant mutual success and satis- 
faction. 
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in carefully selected qualities. 
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Death of Walter Sperling 

SENECA, KAN., Dec. 19.—Walter Sperl- 
ing, 75, a retired jeweler of this com- 
munity, died recently of heart failure 
and was buried in Warrensburg, Mo., 
his former home. He is survived by a 
married daughter. 

Mr. Sperling was brought to this coun- 
try from his birthplace in Germany 
when he was three years old and when 
he was 13 years of age became connected 
with the jewelry business. He was em- 
ployed in Warrensburg and Wichita, 
Kan., and in 1880 established himself 
in Seneca. Mr. Sperling was active in 
civic and lodge affairs, and in 1926 sold 
his shop to Arthur Martin and Ted Wel- 
born who operate it under the old name. 


Charles E. Kattelle 

Boston, MAss., Dec. 23.—Charles E. 
Kattelle, who for 50 years was engaged 
in the jewelry business in this city, died 
today at his home in Auburndale. He 
was in his 79th year. 

About a half century ago Mr. Kat- 
telle, with his brother, the late B. M 
Kattelle, engaged in the jewelry busi- 
ness under the style of Kattelle Bros. & 


Morrill. Later the firm became Kat- 
telle Bros., and for 15 years Mr. Kat- 
telle had been the surviving member. 
Four years ago Mr. and Mrs. Kattelle 
celebrated their 50th wedding anni- 
versary. 
Eugene H. Mulvey 

PROVIDENCE, R. I., Dec. 21.—Eugene 

H. Mulvey, one of the most. skillful 


enamelers in New England and for more 
than 30 years connected with the enamel- 
ing department of the Ostby & Barton 
Co., died at St. Joseph’s Hospital, this 
city, early Wednesday morning after a 
brief illness. He was recently stricken 
with a severe cold which quickly de- 
veloped into pneumonia. He was in his 
46th year and for the past five years 
had been a member of the lower branch 
of the Rhode Island General Assembly 
from the 24th Representative District 
of Providence. 

Born in this city on Dec. 4, 1883, Mr. 
Mulvey attended the public schools and 
later learned the enameling business 
and then entered the employ of the 
Ostby & Barton Co. He showed deep 
interest in the promotion of amateur 
league baseball and served as secretary 
of the Providence Amateur League from 
the time of its organization. Mr. Mulvey 
was a member of the Knights of Colum- 
bus. Deceased is survived by three 
sisters and a brother. 








A Correction 


It was recently reported that the J. 


F. Sturdy’s Sons Co., Attleboro Falls, 
Mass., had done away with its repair 
department. This was in error as the 


repair department of the company is 
one of the busiest departments, having 
been reorganized recently to take care 
of greatly increased volume. 
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Birmingham 


Al Fish, of the Al Fish Wholesale 


Jewelry Co., Inc., has returned from a 


most successful business trip through 
Georgia and Florida. He reports good 
business. 

The Marchal Jewelry Co., Birming- 


ham, Ala., is now located in its new home 
at 117 N. 20th St. The concern has 
been in business for 17 years, its new 
site being its third home on 20th St. 

The following salesmen were in Birm- 
ingham the past week: “Eddie” Imoff, 
of the R. & G. Co., of Attleboro, Mass.; 
Dan Childs, Bates & Bacon, Attleboro, 
Mass.; William Penfold, Sadler Co., 
Attleboro, Mass.; Irving Lederer, the 
S. & B. Lederer Co., Providence, R. I. 

A number of the retail jewelers re- 
port a good Christmas business the past 
week. Some jewelers say they are sell- 
ing more jewelry now for Christmas 
presents than ever before. The business 
outlook for 1930 in the Birmingham 
district is more promising than it has 
been for a number of years. As a gen- 
eral thing jewelers and other merchants 
in the agricultural cities and towns of 
the state are in good shape and have been 
doing a good business during the cotton 
marketing season. On the whole the 
business outlook for Birmingham and the 
entire state of Alabama for 1930 is most 
optomistic. 








Gemmologist in New York 


(Continued from page 67) 


obsidian, hematite, iolite, euclase, tita- 
nite, andalusite, and a host of others 
which were more reminiscent of student 
days than practical experience. 

Later came the ornamental stones with 
examples in malachite, rhondonite, am- 
ber and a deep blue lapis lazuli necklet 
with 59 round beads. Three huge shell 
cameos were of exceptional interest. 
One—as big as an adult head—was en- 
titled “the largest known cameo” and, 
with Diana and Actzon as its subject, 
was a very clever example of design. 

Pearls 

The 27th contained American 
pearls from fresh-water clams in pink, 
pinkish-white, and white. Followed by 
these was a display of barbaric beads 
fashioned from copa! gum and claimed 
to have been worn by natives of the west 
coast of Africa as a substitute for amber. 
Concluding was an old Persian lapis 
lazuli necklet in case No. 29, its large 
squarish beads in a perfect state of 
preservation. 

One cannot possibly do justice to the 
exhibits of the Mineral Gallery in so 
short an article, but by selecting the 
outstanding features in each case some 
idea of the museum’s value can be 
glimpsed. Surely visitors must leave 
this section of the museum so enthused 
about gems that they instinctively turn 
in the direction of the best shops and— 
was there ever such a street as Fifth 


case 


A venue? 


Gleanings 


George P. Aiken has moved his jewel- 
ry business from Milo, Me., to Brewer, 
Me. 

Towle’s, Inc., 101 W. Park St., Butte, 
Mont., one of the pioneer jewelry con- 
cerns of that city which was established 
over 40 years ago, recently opened new 
quarters at 109 N. Main St. 

Herbert Foster, secretary and director 
of R. Wallace & Sons Mfg. Co., Walling- 
ford, Conn., has resigned to take effect 
Dec. 31. Mr. Foster has been connected 
with the company for 30 years past 

The store of the Dickerson Jewelry 
Co., Council Bluffs, Iowa, was recently 
robbed of miscellaneous jewelry worth 
$350 by thieves who hurled a_ brick 
through the display window before re- 
moving their loot. 


Braiger & Sklair, Inc., have received 
incorporation papers at Wilmington, 
Del. The concern, which has an au- 


thorized capitalization of $100,000, con- 
sists of Joseph W. Braiger, Berna.d 
Sklair, and Lanoa B. Brown, all of 
Wilmington. 

The Treasury Department has an- 
nounced the allowance of a drawback on 
imported artificial flower ornaments and 
boutonnieres which are “backed” by the 
La Perfection Pearl Necklace Co., Inc., 
of New York city, with metal foil or 
fabrics or “backed” and dye by the said 
firm. 

A charter of incorporation has been 
granted to Schiffman’s Inc., High Peint 
N. C. The concern, which will do a 
general jewelry business, has an au- 
thorized capital stock of $50,000, of 
which $15,000 in subscribed has 
been taken by Harold Schiffman, Arnold 
Schiffman and J. B. McAdoo. 

A. C. Fisher, jeweler, Cedar Rapids, 
Iowa, was severely burned about the 
hands last week, fighting a fire in base- 
ment of his store in the State Theater 
building. The flames were quickly ex- 
tinguished. Mr. Fisher’s hands were 
burned when he removed a stack of 
hoxes to prevent the flames reaching the 
first floor. 

The Durham, N. C., police are holding 
a negro, whom they brought back from 
Raleigh, as the alleged robber of the 
Martin Jewelry Co. store, 205 W. Main 
St. Jewelry valued at between $100 and 
$150 was stolen from the Martin 
and police say that the negro has con- 


stock 


store, 


fessed his part in the theft and had 
some of the stolen jewelry in his pos- 
session. 

An assortment of watches valued at 


approximately $200 were taken recently 
from the store of Samuel Kahan, 65 
Congress Ave., New Haven, Conn., by 
thieves who used a glass cutter to make 
a hole in a side window. Two men were 
seen near the window by a patrolman 
shortly before the robbery was dis- 
covered, but their actions were not 
picious enough to draw the policeman’s 


Ssus- 


attention and they fled unmolested in 
their automobile after removing their 
loot. 
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MAX STERN & CO. 
17-23 John St. } 

ap NEW YORK CITY a> 

Extends the Compliments of the Season 


to the 
Entire Trade 


THE 




























Chinese 


Jade 















Genuine 
Pearls 


Semt- 
Precious 
Stones 














FINE EMERALDS RUBIES AND SAPPHIRES 
STAR RUBIES AND STAR SAPPHIRES 
BLACK OPALS AQUAMARINES 


Direct importations of Imperial Chinese 
JADE from the BEST CUTTERS 


LUCIAN M. ZELL 


522 FIFTH AVENUE -- - - - NEW YORK, N. Y. 





“MIKIMOTO PEARLS. 


Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
BSAKA—AWAII-MACH! NICHOME 
58s CHOME KORAIBASH! 


ON—205 Regent St.. W. I. 
PARI8—7-8 BOULEVARD HAUSSMANN 


PEARL GULTURE FARMS K 
eaten” “Wawas Bay. ISHIKAWAKEN © 


OMNEA BAN RIUKIU.” JAPAN PALAO TeLXnD 53 
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Keeping abreast 
with 
the times 


OVIES, radio, and other 


modern inventions re- 
sponsible for this high-speed 
civilization, make jewelry and 
accessories just as important on 
any Main Street in NEW 
MEXICO as on Fifth Avenue 
in New York City. 


It is only by maintaining close 
contact thru THE JEWELERS’ 
CIRCULAR that Jewelers away 
from fashion centers are able to 
keep properly posted on what's 
going on in the industry at 
large, and by so doing, help 
themselves to get more jewelry 
sold right, and at a profit. 














““‘Baguette-Like’’ 
Patented U. 8. A. 
p— J ring that will mount 

round stones appear square 





Platinum and White Gold Shells g 





a. lll 


71 Nassau St., New York 
"Phone Cortland 4346 


Monufectures Fine Platinam 
Jowelry—Spectal Order Work. Patented 








“Changeable Ring’ 
vy  G& @ 








BARAD:METZZ 


CFLLINE BLDG. 48 W. 48" STREET 
IMPORTERS OF STONES 


: NGC he) 
| MARQUISTS 
“i SQUARES 


iN 
en en ee) 


" FINE CALIBRE 


Wg 


1 DIAMONDS 


BRYANT 
5464 + 5405 





FINE giINGLE §TONES 

















Emeralds 
Sapphires 
Rubies 


“Quality and Service” 


Your requirements for calibre may be filled from our compre- 
hensive stocks or cut in our own lapidary shop. 


Importers and Cutters of Precious Stones 


36 West 47th Street 


J. L. WARNER CO. 


INC. 


W and 
SINGLE STONES 





Star Sapphires 
Finest CALIBRE 























oe New York 








Price One Dollar 





THE BUYERS’ DIRECTORY 


The Jewelers Publishing Corp., 239 W. 39 th Street New York 
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AMERICAN GEM & DEARL CO. 
SIX WEST FORTY-EIGHTH STREET 


NEW YORK 


LONDON PARIS 





ANIA ES 


% inl 





December 20, 1929 
----to be EXACT 


Copyright 1929 


Over 75 were injured in 
a panic in the New York 
Subway. 


“Imperfect insulation 
caused a fire which forced 
two trains to halt under- 
neath the East River. Had 
all passengers remained 
calm no injuries would 
have occured.” 


Accidents and_ business 
are the same. Nine are 
injured in the panic to 
every one that is burned 
by the fire. 


ARSE DAAC cae 


10 West 47“Street 











New York. 


























THE BUYERS’ DIRECTORY 





Price $1.00 





Jewelers Publishing Corp., 239 W. 39th St., New York 





























Manufacturers’ Representative, 
who is well known, aggressive and a_ real 
producer, will be in the East first of January 
to interview well-rated concerns who manu- 
facture Stone set rings, Platinum mountings. 
ete., Gold Ne rvelties High grade imported 
items Middle West to Coast or Pacific Coast 
territor Offic > in Los Angeles. “S. i a. 
637,’ care of Jewelers’ Cireular. 








Beaded, Silk and Leather Bags 
Repaired and Refintshed 

AN UNUSUAL SHOP for the repairing, 

framing and remodeling of high grade bags 

of every description. French bags a s ity. 

Sterling Frames in stock or made to order. 


A. L. WORKMAN, 1 West 34th St. 
Est. 20 Years New York City 



































There is an apparent discrepanc 


The pages are either missing or 


The filming is recorded as the b 





cy at this point. 


r the pagination is incorrect. 


book is found in the collections. 
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Du Barry Goblet 24091 


OYAL gatherings those days brought forth the finest of napery, 
silver, china, and glassware. None but the best would do for 


Du Barry and her gay companions. 





Retaining all the luxury and beauty of that period, the Du Barry 
Goblet, so named for its source of inspiration, belongs in fashionable 
homes where only the choicest is acceptable. 


The Du Barry Goblet, #4091, is made of Hawkes Rock Crysta!, and 
costs $600 a doz. net. Other goblets from $14.50 up per doz. net, 
provide a wide selection for every type of clientele. 

(Grand Prize— 3) 


Paris) 
HAW KES 


T.G HAWKES @ CO. CORNING, N. Y. 


New York ofice Makers of Rock Crystal Glassware for Over Half a Century prise coast Office 
ae i he 
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WHY A GIFT SECTION? 


Robert M. Shipley Answers the Questions 


‘) Will it Pay 
¢ «Will it Hurt My Prestige ¢ « 





ANY jewelers have con- 

templated the _ installa- 

tion of a gift or art de- 
partment, and many have already 
launched such a venture. The 
last few years have seen a par- 
ticularly keen competition for the 
customer’s dollar and the jeweler 
has been forced to the realization 
that his competitors in the other jewelry stores of his 
community are not nearly such important competitors 
in this mad scramble for this surplus dollar as are 
the automobile dealer, the radio and phonograph man 
and the fur merchant. Some jewelers claim not to be- 
lieve this and engage in a good old scrap with the 
jeweler in the next block. And they can’t be blamed 
too much—but they should realize that there are many 
more important contestants in other fields. It’s like 
fighting one’s way through a driving rain or something 
—not a bit of fun. 

After the necessities of American life are purchased, 
most families have more or less luxury money to spend, 
and in the vast majority of cases the woman of the 
family decides, dictates, suggests, has little Johnnie or 
Aunt Anna “tip it off to the ‘old man’ what she wants,” 
begs, cajoles or otherwise manages the spending of 
this luxury dollar. Now she rarely has everything she 
wants. She always wants the new mode! of automobile. 
She can always use a new fur. And there are house 
furnishing luxuries on her list, and usually there is a 
dormant desire for some nice bit of jewelry. 








This average woman is being constantly appealed to 
by your competitors for that luxury dollar. Automo- 
biles pass her and sharpen her desire and the automo- 
bile dealer gets a chance at her the next time the car 
is serviced. Furs parade in front of her and tease her, 
and it’s only a step into the fur department the next 
time she is in a big store. When she buys a new radio 
she is shown the latest and most expensive model. And 
so it goes! She is constantly in and out of the shops 
of your competitors. She is a window shopper, too, but 
not often your windows. She has 
only time to watch windows 





often as possible in a buying 
mood. 

2. Create an interest in some- 
thing new in his store win- 
dows. 

A gift department properly in- 
stalled and managed wil! greatly 
assist in the accomplishment of 
both, because: 

First.—The customer who comes in to buy an inex- 

pensive gift is in a receptive buying mood. 
If she makes her small purchase and is 
pleased she can often be interested in a 
more important gift which she is soon going to 
buy, or she may have a few minutes to allow you 
to show some interesting new jewel or watch or 
“what-have-you” that you know she would be in- 
terested to see. Now don’t confuse this with at- 
tempts you’ve made to thus interest customers who 
stop to leave or get repair jobs. The customer in 
such cases is not in the buying mood. He has his 
“fences up” and feels that you are trying to “force” 
things. 

Second.—The majority of people who look into the 
jewelers’ window do so when they are thinking 
of an engagement or wedding ring, or a watch, and 
more or less at Christmas time, something that 
they might give, or more likely, ask for as a Christ- 
mas gift. However, my experience is that the ma- 
jority of important Christmas gifts have been de- 
cided on (by the woman) many weeks before 
Christmas. Make your windows interesting. Show 
“new” things—gift merchandise, costume jewelry, 
or other similar merchandise. 

A GIFT SHOP WILL PAY THE GREATEST DIVI- 
DENDS ON THE AMOUNT OF MONEY INVESTED 
OF ANY ACTIVITY IN YOUR STORE, if it is proper- 
ly located and managed and cooperates properly with the 
sales department of your jewelry store. 

Placed in the back of your store, or on a mezzanine, 
or in a basement where the customer passes your 
jewelry displays upon entering and leaving, you have 
the same opportunity that your 
real competitors have to attract 
here extra dollars. Make use of 








which show “style changing” 

, nis 
merchandise. 
She wants to see what’s new. 

If the jeweler wants to compete 
for this extra luxury dollar he 
must do two things. 

1. Bring people into his store as 











that opportunity —let someone 
else sell the giftware, you can al- 
ways approach customers as they 
leave by asking if they have been 
properly served, and if you 
(Continued on page 97) 
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LASSWARE 
OF UNUSUAL CHARM 


Huntington glass and stemware comprises a line varied in design and color 


—— 





but uniform in quality of workmanship and material. 


Tumblers, Stemware, Iced Tea and Beverage Sets, Vases and Novelties in 
crystal, green, amber, rose or a combination of colors display beautifully and 
sell with gratifying ease. Low stem items may be had with crystal bowl and 
black base, a truly modern treatment. 


We offer you Polished Cuttings, Gray Cuttings, or Etchings, or decorations 
on crystal in green, rose, amber or black trim. 


Most attractive items in all polished cuttings are illustrated above. Goblets 
$7.00 to $15.00 per dozen, other items in proportion 


A full line of samples is on display at the addresses listed below. It is to 
your advantage to see them. 


Cox & Company Baker-Smith Company Baker-Smith Company 
120 Fifth Ave., New York 222 Chronicle Bldz., 432 Commonwealth Bldg., 
San Francisco, Calit. Denver, Colorado 
Baker-Smith Company = . 
608 Mutual Life Bldg., Seattle ee _ eee + A ee 
. atenees ane —s? Baker-Smith Company 
Mid-Western Territory Southern Territory 443 S. San Pedro St., 
E. B. Hill, Washington, Pa. A.A. Graeser, Washingtom, Pa. Calo Bldg., Los Angeles 











HUNTINGTON TUMBLER COMPANY 
WF Huntington West Virginia c/- 
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ittsburgh Glass and Pottery Exhibit 


Golden Jubilee to Be Celebrated January 13-25 


OMPLETE sets of dinnerware in glass made in 

pink, rose, amber and green are to be featured by 

glass manufacturers in 1930. At the Pittsburgh 
Glass and Pottery exhibit to be held next month, nearly 
every glass manufacturing concern exhibiting will have 
a display of this ware. The show is to be held Jan. 13- 
25 at the Fort Pitt Hotel, and will mark the 50th year 
that this show has been held. 

Each firm will display its own conceptions of what it 
considers the most attractive shapes in this kind of 
tableware and many forms of decorations will be seen 
at the exhibit. Black glass also will be prominent in 
many exhibits as will rich ruby and royal blue col- 
ored glass tableware, in combination with gold and sil- 
ver decorations. These latter combinations make ex- 
cellent tableware for the jeweler’s stock and have the 
double advantage of being both easily salable and ex- 
tremely decorative. 

Coupe cream soups, 
dishes and platters, even well and tree 
dishes are all to be shown in glass. It is 
the opinion among glass manufacturers 


soups, vegetable 














that these innovations promise to become staple. 

The Pittsburgh exhibit where this new colored glass 
dinnerware will be introduced, has one of the most in- 
teresting and romantic backgrounds of any show staged 
in this country. Just 50 years ago next month this ex- 
hibit was started with only a few lines being shown. 
These represented largely the products of Pittsburgh 
factories, but after a half century of existence this ex- 
hibit has come to be regarded as a nationwide affair 
and one of the most important glass and pottery shows 
in the country. In the days when buyers purchased in 
anticipation of their wants for a period of six months 
and when traveling was far more difficult than it now 
is, this exhibit continued for one month, but with the 
passing of time the number of exhibitors increased and 
conditions changed with the result that the promcters 
have shortened the exhibition period to two weeks. 
Few trade exhibits 
can boast of 50 years 
of existence. Coupled 
with this is the dis- 
tinction that the ex- 
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Theresienthal Crystal 


Many new and attractive shapes in this 
most famous of all Imported i 

glassware will be on exhibit AG! 
at the Pittsburgh show! a 











Jewelers—Gift Shops & Department Store buyers will find 
exclusive and patented shapes in Stemware in our line! 


Rooms 1052-1054 
Wm. Penn Hotel 
Pittsburgh 
January 13th to 25th 


FRED. C. REIMER CO., INc. 
49 West 23rd Street NEW YORK 


After Feb. 1st our new and enlarged oe 
will be at 160 Fifth Ave., Northwest Corner 21st St. 




















PITTSBURGH IN JANUARY 


For 50 years the greatest displays of manufacturers’ lines in glassware and 
pottery, including fancy wares, have been held in Pittsburgh in January. The 
Exhibit is visited annually by hundreds of buyers. The dates for 1930 are: 


Jan. 13 to Jan. 25 


New things for 1930 will be shown by 60 manufacturers of all varieties of 
glassware and pottery. There will be hundreds of items of interest to the 


jewelry trade. Show headquarters are at the Hotel Fort Pitt. 


Fer information— 


ASSOCIATED GLASS AND POTTERY MERS. 


BOX 555 PITTSBURGH 
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hibit ranks as the oldest dis- 
play of china, glass and pot- 
tery to be staged over a pe- 
riod of years consecutively 
and that it is the only show 
sponsored exclusively by 
manufacturers. Only manu- 
facturers, or those producing 
allied wares direct from raw 
materials, are eligible for 
membership. 


YINCE 1923 these shows 

have been staged by the 
Associated Glass & Pottery 
Manufacturers. Between 53 
and 69 manufacturers have 
constituted its membership, 
and today 44 concerns repre- 











senting as many charter 
members are still on the 
roster of the association. 


The exhibitors at these 
shows number slightly over 
50, representing many of 
the leading manufacturers. 
At the 1930 show about 51 
manufacturers will exhibit. 

Charles H. West, president 
of the Westmoreland Glass 
Co., has served as head of the organization for many 
years, but for some time past these exhibits have been 
under the guidance of J. M. Hammer, who is secretary 
of the organization. 

Many new patterns in glass and pottery will be shown 
for the first time at the January show. As most of 
these new creations will be the forerunners of the mode 
for the year, it is expected that jewelers maintaining 
gift sections will be in attendance as well as buyers 
for establishments from many sections of the country. 

The Monongahela House, more recently the Monon- 
gahela Hotel, was the first exhibit center. The Pitts- 
burgh Exhibit, which began in 1880, included but a few 
lines, but each year saw additions to the number of 
lines displayed and by the time that the exhibit center 
was moved to the Fort Pitt Hotel, about 20 years ago, 
the half dozen or so lines of glassware which marked 
the first show, had been augmented by other glass lines 


THE JEWELERS’ 








CIRCULAR 83 


as well as by dinnerware and 
art and utility pottery. 

For some years after the 
Exhibit was taken to the 
Fort Pitt the displays were 
confined to this hotel, but, 
about seven years ago, facili- 
ties there began to be taxed 
and exhibits have since also 
been held in other hotels of 
downtown Pittsburgh. In 
the last three years most of 
the displays outside the Fort 
Pitt have been seen at the 
pape William Penn Hotel. 

a iin With the growth in the 
number of exhibitors and the 
changing conditions brought 
—” about by the increase in the 


aval © a number of exhibitors as well 
SS as by the space required, 

- glass and pottery manufac- 
turers formed an association 
to promote the exhibit and 
to advertise it cooperatively. 
This group became the Asso- 
ciated Glass & Pottery Manu- 


3 


= facturers’ Association, which 











was established in 1923. 


HILE some manufacturers exhibit elsewhere dur- 
TE ine the year, there are many who exhibit only in 
January. The exhibit in Pittsburgh, therefore, offers 
many lines direct from factories never shown before. 

“See the New Wares First in Pittsburgh” is the 
slogan of the association. This has been true every 
Manufacturers show their new lines first in 
Pittsburgh. This has added to the staying qualities 
as well as to the interest in the show. For the Golden 
Jubilee Exhibit, many, undoubtedly, will have special 
offerings because of the 50th anniversary. 

Officials of the Associated Glass & Pottery Manufac- 
turers foresee the greatest display of lines from domes- 
tic factories and potteries for the exhibit starting next 
Jan. 13. Many factories have taken additional space 
and nearly all the representative glass and pottery lines 
of the country will be displayed, with new wares lead- 
ing the way. 


year. 
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W e very much appreciate the courtesies our 
many friends have extended to us during the past 


and convey to them our most hearty wishes for 


62525252525 
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@ Happy and Prosperous 
New Dear 


THE PAIRPOINT CORPORATION 


NEW BEDFORD, MASS. 
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DRESDEN DECORATIONS 














Dresden Decorations, selected for their feminine appeal, have been the charac- 
teristic Schumann motif for almost fifty years. 

Choice designs in floral clusters are expressed in natural, delicate tones, and 
every dish bears the Schumann stamp. 


SCHUMANN CHINA CORPORATION 


61 West 23rd St., New York City 
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Crystal Ware Popular 


Another pad- 
locked bottle and 


F fe crystal glassware a new vogue is being created, hie miner 
and some of the most exquisite creations are being with glass 
prepared for the market. These are not being 
manufactured with the idea of mass production. Each 
piece is carefully and lovingly handled by the adept a9 
craftsman who is a true artist. With painstaking care fi 
= 


he works into a solid piece of crystal glass, a design 
which he watches with envy as he sees his conception 
gradually take form through the crystal mass. This 
craftsman’s endeavors are made the harder by the fact 
that he must do his work in the reverse and look through 
the side of the piece while he holds it on the small 
copper wheel rapidly revolving on the end of the spindle. 
Some of these copper wheels are no bigger 
than a pin head, and an abrasive is constantly 
applied, so that the design may be cut into 
the adamantine glass. The results are beauti- 
ful pieces of ornamental designs for both 
practical use in the household and for fine 
encrustation. No merchant loses anything by 
knowing something of the work that goes into 
the goods he handles. 

In stemware for table use, the application 
of the family coat of arms, surrounded by 
designs of scrolls, floral motif or conventional 
ornamentation, is one of the customs now be- 
coming more prevalent. Of this custom the 























jeweler can readily avail himself, and 





as a result reap greater profits. 





Twobeverage 
containers, with 
padlock, and at- 
tractive cocktail 
mixer 


CT~HE jeweler who carries crystal 

glassware or china is offered an 
excellent opportunity to sell this idea 
when a customer presents his or her 
coat of arms for reproduction on a 
signet ring or piece of silverware. 
Why not inform the customer at the 
same time that glassware with the 
coat of arms engraved thereon would 
not only be the correct thing, but the 
latest custom among those who know 
“what’s what”? 

This is no idle dream of the writer’s 
mind, for only last week did he see 
personally six or eight such orders 
Neso churn cock- being executed in one factory. Orders 
tail mixer and for this class of merchandise amount- 

glass ed to as high as $25,000, on which the 
jeweler’s profit was approximately $10,000. Of course 
that was a big order, and eventually this beautiful array 
of crystal glass will adorn the table of a millionaire. 

















(Continued on page 94) 
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PATTERN No. 168 
THE TOSCANO 


*IOHEMIA, for centuries celebrated for 
its glassware, never produced anything 
better than our Rona and Verra table- 
ware. 





Quality and workmanship are the best and the 
variety of shapes and designs is unequalled. The 
array of colors and color combinations includes 
everything desirable and salable. 

We carry about seventy-five lines in stock, and 
ship on receipt of order. 


In Pittsburgh Jan. 13 to 25, 1930 
William Penn Hotel, Rooms 703-705 


PAUL A. STRAUB & CO. 


105-107 FIFTH AVENUE 


AT 18th STREET NEW YORK 











Gold Bands No. 21 Stemware Line. 
Crystal Bowl and Rose Stem and Also Green Stem and Foot. 


Pittsburgh Glass and Pottery Show New York Chicago 
Jan. 13—Jan. 25, Fort Pitt Hotel, Rooms 239-240 C. H. Taylor, 200 Sth Ave. 


This High Class Glassware Creates 
Recurring Trade 


Moderate Prices 


Goblets, High and Low Sherbets, and 





Parfaits $7.80 doz. 
9 oz. Footed Tumblers $7.80 doz. 
72 in. Salad Plates ; $7.80 doz. 

Other shapes priced in proportion 
LOTUS GLASS Co. 


Barnesville, O. 


Salesrooms 


B. F. Tinker. 17 Wabash Ave 








WELL CUT STEM WARE 








sic JEWELERS’ CIRCULAR Is a wel- 
come visitor to more than 10,000 
readers each week. Its counsel, in- 


American Beauty 
decoration with 
green stems and 
feet. Beautiful de- 
signs in goblets, 














champagnes, wines, 
cocktails and sher- 
bets of grace and 
distinction. 


$4.75 per dozen. 


EBENEZER CUT GLASS CO. 


New York 





spiration, and suggestions have 
been the means of bringing success 
and profit to thousands who gladly 
acknowledge the value and help The 
Jewelers’ Circular means to them. 
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Sell 


A Profitab 


HE enterprising jeweler 

is always alert to 

grasp new ways of 
making money, so why not 
make fine stationery a part 
of the gift section stock? 
He is the logical merchant 
to distribute high class sta- 
tionery, and, regardless of 
the size of the city in which 
he is located, his high type 
clientele will permit him to 
build up a distinctive and 
profitable business for this 
particular sort of merchan- 
dise. 

When it is realized that a 
New York jewelry house en- 
joys the largest fine station- 
ery business in the world, 
the possibilities for big pro- 
fits to other jewelers hand- 
ling this class of goods are 
apparent. In dollars and 
cents this jewelry concern 
sells more good stationery 
than any two department 
stores in existence. 

What is true of this New 
York house is true in many 
other large cities throughout 
the country where jewelers 
have made their stores the 
headquarters for fine  sta- 
tionery. Methods of handling good 
stationery have changed within the 
past few years, making it now pos- 
sible for the jeweler to realize a 
good profit on this line, which for- 
merly was considered an advertis- 
ing feature for the jewelry store 
or an accommodation for the cus- 


THE 


hem Stationery 
e Line for the Gift Section 
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An artistic gift box stationery display 
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tomers of the retail jeweler. 

It is no longer necessary 
for the jeweler to carry a 
large stock, requiring a con- 
siderable space, and showing 
a turnover only once or twice 
a year. The wide-awake 
jeweler, using the proper 
kind of advertising and em- 
ploying someone who is well 
posted on stationery, can 
build up a stationery trade 
which will draw people to his 
store and help increase sales. 

A few years ago, when the 
best writing paper retailed 
for 50 cents a quire, when 
monogram and address dies 
and stamping were  low- 
priced and_ unprofitable, 
many jewelers sold station- 
ery at a distinct loss. Today, 
however, when fine station- 
ery sells for much higher 
prices, when the cost of 
monograming and stamping 
has advanced, the jeweler 
can make a stock represent- 
ing an outlay of $100 do a 
business equal to that done 
a few years ago with a 
$1,000 investment. 

There are all kinds of 
stationery, just as there are 
all kinds of jewelry. Only the high- 
est grade of stationery is profitable 
in jewelry stores. Stationery lends 
itself admirably to display, as shown 
by such windows illustrated on this 
page. So Mr. Jeweler—make sta- 
tionery a part of your gift section 
and reap profits that are yours. 
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“HAPPY HOURS” 
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AND 
OTHER DRINKING GLASSES WITH ALL 
SORTS OF POPULAR ANIMALS 








F. PAVEL & CO. 
15 W. 37th St. 
New York City 


Send for Illustrated Leaflets 
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This Rock Crystal 


**Florentine’”’ Wine Set 


is a most seasonable item. The “Steuben” design 
engraved upon it is alluring and will appeal to 
your customers, who know the vogue and appre- 
ciate superior craftsmanship. 


Set of Decanter and 6 glasses, $18.75. 8 glasses, $23.00. 


SUSQUEHANNA CUT GLASS Co. 
Columbia, Pa. 
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Old English 


UR “Avon”  Pol- 

ished Crystal pat- 
tern has been promptly 
approved by thousands 
of appreciative hostesses 
this year. We know this 
to be true by the steadv 
inflow of orders since it 





was introduced by us 


% ¥ y 
7643 Ye =f S, 
bane 7 This pattern and all 
. ; the beautiful designs we 
have prepared for 1930 


¢ 

aN a will be on display at the 

/— : 7 - 
AMlorgantomes, “Ses Fort Pitt Hotel, Pitts- 

GLASSWA 

burgh, January 13th to 
_ ; 25th. We invite you to 
a see these wares. in 
= es. a Rooms 965, 966 and 967. 





MORGANTOWN GLASS WORKS 


(Formerly Economy Glass Co.) 

















Morgantown ad es W. Va. 
Profit Is the All- 
Important Point 
Today 

NFORTUNATELY, too many 


merchants think they are making a 
profit when they are not. Too many feel 
‘that they can travel the road to profit 
without outside help—but they cannot. 
It requires the help and co-operation of 
THE JEWELERS’ CIRCULAR, presenting 
ideas, facts, figures, and viewpoints gath- 
ered from all over the country. 


You may get by without THE JEWEL- 
ERS’ CIRCULAR. But you can’t get 
along without the things that THE 
JEWELERS’ CIRCULAR will give 


you. 
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HE rapidly growing popularity of per- 
fumes and cosmetics should attract every 
jeweler, particularly those maintaining 
gift sections, to the sales possibilities of these 
items. It has long been realized by most jewe:- 
ers that the success of their business often de- 
pends upon the volume building lines that can 
be sold with the minimum of expense and sales 
effort. 

Statistics available indicate that perfumes 
and toilet goods rank among the greatest vol- 
ume building items on the market today. 
Records of the United States Department of 
Commerce contain figures revealing the tremen- 
dous strides made by the perfume and toilet 
goods industry within the past few years. 
Within a period of five years—from 1919 to 1925 
for which complete figures are available— 
show that the sales of these items have jumped 
from $59,613,391 to $129,510,455, an increase of 
more than 100 per cent. Figures for the four 
years following are not yet available from the 
Government, although it has been estimated 
that during 1927 women spent $15,275,000 on 
perfumes alone, an additional $8,441,000 on 
toilet water and more than $3,000,000 on com- 
pacts. 

With such a rich market, virtually untapped 
by the jeweler, it is fortunate that the line is 


a 
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such, both in tradition and presentation, that 
the jeweler can share in it without detracting 
one iota from his unique position among mer- 
chants. Gifts of perfumes, fragrant toilet 
water, jewel-like cases with their beautifying 
contents, have been acceptable to the fair sex 
since Biblical days. It is fitting, therefore, 
that the jewelry store—essentially a gathering 
place for fine gifts—should also display per- 
fumes and their allied cosmetics. 


¢ HE rapid turnover of a good line of per- 

fumes will enable jewelers to achieve the 
other objectives toward which they are aiming, 
namely, to keep their accounts active and their 
mailing list alive. Any jeweler who has done 
direct mail advertising knows the importance 
of these two points. 

In choosing a perfume line the jeweler must 
select one whose packaging and presentation 
will compare favorably in physical appearance 
with the high class merchandise of his store. 
He must also select a line possessing a reputa- 
tion for quality and one providing a wide range 
of odors. 

In the choice of perfumes the public has 
been educated to be discriminating. The jewel- 
er in selecting his line must show the same dis- 
crimination. 
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O THE JEWELER: 


ys attention is called to the many new items 
we have added to our extensive line. 


T hese creations come from our own Art Department 
and our “Craftsmen in Metal’’ have faithfully repro- 
duced the original. 


Among these items are smoker's accessories which 
offer extra margin and quick turnover. We invite 
your request for samples. 


THE ROBBINS COMPANY 


Craftsmen in Metal 
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In Business for What? 


You are in the Jewelry business for but one purpose, and 
that is to successfully distribute more jewelry of all kinds— 


and at a PROFIT to yourself. 


The road to success in the retail jewelry business today is 
not an easy one. It cannot be traveled alone. It requires 
the help, counsel, and the guiding hand of a fearless busi- 


ness paper. 


THE JEWELERS’ CIRCULAR, “The Weekly Which Renders 
Great Service,” free from any entangling trade alliances. 
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New York Notes 


Louis Freund of Henry Freund & Bro. 
20 W. 47th St., sails on the Columbus 
Saturday to visit the European watch 
markets. Mr. Freund goes abroad in 
search of watch novelties for his con- 
cern. 

Jacques Helbein, of the Helbros Watch 


Co., Geneva, arrived in New York on 
the France on Dec. 13 to visit the home 
office of the Helbros concern for the 


purpose of discussing new production 
plans for the coming year. 

The Brotherhood of Traveling Jewel- 
ers and the Traveling Jewelers Associ- 
ation will hold their annual dinner meet- 
ings on Saturday, Jan. 11, at the new 
headquarters of the New York Athletic 
Club, Seventh Ave., and 59th St. 

Charles Scheuer of the C. Scheuer Co., 
wholesale jeweler, 180 Broadway, accom- 
panied by Mrs. Scheyer, recently left for 
a pleasure trip to south Florida and 
Cuba. Mr. Scheuer will be gone for 
about six weeks although his wife will 
remain in the South for the balance of 
the winter. 

Lew Kane, who has been with the 
Gothic Watch Co. for the past two years 
and previousy with the concern of 
Michael Levy, jewelry manufacturer, 36 
W. 47th St., for eight years, has rejoined 
the staff of the latter house. He will 
call on his former trade with the Levy 
company’s line of rings. 

The many friends in this city of Jean 
P. Howes, former head of the old house 
of T. Quayle & Co., for many years at 
Providence, R. I., were pleased to re- 
ceive holiday greetings from him last 
week. Since retiring from the jewelry 
business Mr. Howes now devotes his at- 
tention to scientific farming at North 
Hero, Vt. 

The Jewelers 24 Karat Club of New 
York will hold its annual meeting today 
(Thursday) at the organization’s head- 
quarters, 15 Maiden Lane. Following 
the usual custom DeWitt A. Davidson, 
now vice-president, will become presi- 
dent. Preparations are now being made 
for the club’s annual banquet which wil! 
be held on Saturday evening, Jan. 25, in 
the Hotel Plaza. 

An offering of 40 per cent has been 
made to the creditors of S. & M. Ostrin, 
manufacturing jewelers, 74 Lafayette 
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St., 10 per cent payable in cash and the 
balance in endorsed notes. The creditors’ 
committee, consisting of Mr. Boynton, 
Handy & Harman; H. J. Stern, I. Stern 
& Co.; Mr. Ross, Majestic Diamond Co.; 
Morris Katz; Mr. Stein, S. S. White 
Dental Co.; and Morris Alexander, met 
in the office of Goldman & Frier, 15 
Maiden Lane, on Dec. 21, and the offer 
of settlement was decided on at that 
time. 

Mortimer C. Foster, 22 W. 48th St., 
is planning to spend the winter in Ber- 
muda with his family. Mr. Foster re- 
cently returned from a camping trip 
through New Mexico and Arizona, where 
he gathered Indian jewelry which he is 
supplying to stores in several cities. 


It was announced several days ago 
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that Louis I. Windt, former president of 
Stein & Windt, 64 W. 48th St., and Mor- 
ris Rivkin, former sales manager of the 
Gothic Watch Co., 21 W. 46th St., have 
incorporated under the style of the Fisk 
Jewelers, Inc. This is a $100,000 cor- 
noration, and according to the announce- 


ment, the concern will operate several 
credit stores in the Metropolitan dis- 
trict. Temporary offices are located in 
Room 701 at 36 W. 47th St. 

Their investigation having been com- 


pleted, United States government at- 
torneys are awaiting the opening of the 
trials which will decide the fate of the 
two separate groups which are charged 
with smuggling watch cases and move- 
ments under the guise of “earthenware”’ 
and “chocolates.” The case involving 
the Federal Mail Order Corp., the Super- 
fine Watch Co., and those associated 
with their alleged activities will prob- 
ably be scheduled first, after the 
holidays, and then the Government will 
take up the prosecution of Joseph Fein- 
stein and others allegedly involved in 
smuggling operations with him. United 
States Attorney Charles H. Tuttle will 
assume the leading prosecuting role for 
the Government, with the assistance of 
Alvin McK. Sylvester, who has been ac- 
tive in the cases since the alleged smug- 
glers were first apprehended. 

The jewelry trade has made a good 
showing in the drive for contributions to 
the United Hospital Fund, but is still 
below its quota. Since the publication 
of the last list of contributors in these 
columns several weeks ago the following 
subscriptions have been received by 
Nathan J. Stern of Stern Bros., 2 W. 
46th St.: $500, Kastenhuber & Lehrfeld; 
$100, Eichberg & Co., and Goldsmith, 
Stern & Co.; $50, Albert Lorsch & Co., 
Inc., Arthur Lorsch, Arthur Lorsch (in 
memory of Etta C. Lorsch); Finkelstein 
Bros., and Goudvis Bros.; $25, J. & L. 
Hartzberg, Joseph Rees, A. R. Katz, 
Raymond C. Yard, Inc., Larter & Sons, 
S. C. Powell & Co., Henry Bodenheimer 
& Co.; $20, B. Fiegel, Henry Lorsch; 
$15, Otto D. Wormser; $10, J. W. Kurtz, 
Joseph Rosenberg, Alfred Goldsmith 
Barnett Robinson, G. A. Veeck, Inc., 
American Gem & Pearl Co., Kaufman 
Mfg. Co., S. Nathan & Co., Inc., Oscar 
Heyman & Bros., Ignatz Nebenzahl & 
Co.; $5, Kerpen Bros., Lassner & Bam- 


soon 


(Continued on page 93) 
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Over One Hundred Years the Jewelers’ Bank 





CHATHAM 
Pp H NIx A Bank’s Best Friend 
Is a Satisfied Customer 





Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 


National BAN f 00000000 
TRUst comPANY We Welcome New Business 


Main Office—149 Broadway 
Capital, Surplus and Branches—Battery to the Bronx 
Undivided Profits over ‘ 


Twenty-five one 
Million Dollars Resources Over a Quarter of a Billion Dollars 
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To Our Patrons and Friends 


We extend our sincere 
wishes for a 


/ z HAPPY and PROSPEROUS £ 
NEW YEAR 


J. W. JOHNSON 
14 Maiden Lane NEW YORK 1 W. 47th Street 
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te Jewelers who are interested in keeping in touch 
The Pulse with the industry, who want to know what is right 

in style, what is right in price and in merchan- 

of the dising, who want to be supplied with practical, 

R profitable ideas from week to week, are regular 

»] , - 

Industry subscribers and readers of THE JEWELERS’ CIRCU 
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Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 
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New York Notes 


(Continued from page 91) 


berger, Inc., Harry Platoff, Savoy Watch 
Co., Inc., Edward N. Schenkein, Andrews 
& Winsten, Inc. 

Orbach & Joseph, importers of dia- 
monds, are now located in Room 903 at 
22 W. 48th St. 

Certificates of incorporation have 
been granted to Schneider & Gophrener, 
authorized capitalization, $10,000, and 
S. Feiler, $5,000. 

The Timeology Hikers meet Saturday 
at 2 p. m. at the Sheephead Bay sta- 
tion of the B.-M. T. subway line, to 
hike along the Coney Island boardwalk 
to Stillwell Ave. 

Bankruptcy discharges were granted 
on Dec. 18 in the United States District 
Court to Abraham Walter, 1536 Bryant 
Ave., and Morris Katz, 354 Grand St., 
both retail jewelers. 

Charles H. Gilbert, wholesale jeweler, 
66 Nassau St., and G. A. Veeck, presi- 
dent of G. A. Veeck, Inc., importers of 
precious stones, 320 Fifth Ave., have 
been added to the membership role of 
The Merchants’ Association of New 
York. 

Announcement has been made of the 
engagement of Mitzi Joan Ritter, daugh- 
ter of Mr. and Mrs. Louis Ritter, of 
309 W. 104th St., to Murry A. Lang, 
son of Mr. gnd Mrs. Samuel Lenkowsky. 
Mr. Lang is a member of the firm of 
Samuel Lenkowsky & Sons, importers of 
diamonds, 10 W. 47th St. The wedding 
will take place on Jan. 5 at the Plaza 
Hotel. 

An involuntary petition in bank- 
ruptcy was filed on Dec. 17 against the 
Singer Bros. Export & Import Co., Inc., 
dealer in jewelry and jewelry novelties, 
586 Broadway, by Joseph H. Frier, of 
Goldman & Frier, 15 Maiden Lane, 
attorney-in-fact for the Progressive 
Ring Co., the J. M. Fisher Co., and the 
S. Chiappinelli Co., whose claims 
amount to $523, $161 and $28 respec- 


tively. John L. Lyttle was appointed 
receiver on the following day by the 
Court. The Singer brothers who found- 


ed this business sold out their entire in- 
terests several years ago, and announce 
they have no connection with this firm. 

The Government realized $7,975 at an 
auction sale of forfeited jewelry held on 
Dec. 19 in the old Post Office building 
downtown. The first lot, containing four 
packages of cut diamonds, with a for- 
eign value of $2,625 and a home value 
of $3,315, brought $3,475. A package 
containing 1,317 diamonds’ weighing 


35.12 carats, valued at $3,300 abroad 
and $4,300 here, was sold for $3,900, 


while a lot consisting of two diamond 
rings, a watch movement and a watch 
case, with foreign and home values of 
$1,155 and $1,659, was exchanged for 
$600. I. Lincoln Seide auctioned the 
goods for the Government, a fair-sized 
crowd of spirited buyers attending the 
sale. 
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Rochester 


The Rochester Retail Jewelers As- 
sociation will open its 1930 activities 
with a dinner and election of officers on 
Jan. 9 at the Hotel Powers. 

Remaining stock in the retail jewelry 
store of Henry J. Dafner, 694 S. Good- 
man St., who went into bankruptcy re- 
cently, was sold last week at auction 
for $250 at a sale in the Bankruptcy 
Court under direction of Referee Nelson 
P. Sanford. William Schaffer and 
Nicholas Pairs, both of Rochester, 
bought the stock. 

The retail jewelry trade in Rochester 
suffered last week by three days of un- 
precedented ice storms which interfered 
with driving and disrupted street car 
and interurban bus schedules. Hundreds 
of customers, chiefly from the rura} 
districts, left their Christmas shopping 
until the first sunshine day late in the 
week. Jewelers however, were optimistic 
that the misfortune would not materially 
reduce their expected holiday profits this 
year. The season opened with expecta- 
tions of a dull trade, but within a week 
had picked up to a point where safe pre- 
diction could be made that it would equal 
last year’s mark. Christmas club sav- 
ings falling due in a number of banks 
helped to boost business. Silverware 
and clocks picked up noticeably last 
week after watches and rings had an 
excellent two weeks. 








Illinois Notes 


The J. W. Dick jewelry store, adjoin- 
ing the Watseka Republican building, 
Watseka, IIl., suffered $5,000 loss to 
stock and fixtures in a fire, which spread 
to the store from the newspaper plant 
at noon, Nov. 27. The loss is covered 
by insurance. A defective oil burner in 
the Republican building caused the fire 

Arthur J. Nyman, proprietor of the 
jewelry store at 56 N. Prairie St., Gales- 
burg, Ill., operated under his name, has 
completed plans for enlargement of the 
store, beginning immediately after the 
first of the year. The length of the store 
will be extended 60 feet from its present 
60 foot depth and stock and departments 
will be increased proportionately. 

The building at 514 E. Adams St. 
Springfield, Ill., on the south side of the 
square which for 80 years has been oc- 
cupied by a jewelry concern and for the 
last 60 years by the J. C. Klaholt Co. 
will lose its historie significance to the 
trade soon after the first of the year 
Carl H. Klaholt announced this week. 
Present stock is being disposed of but 
Mr. Klaholt has given assurance that a 
new company will be announced within a 
short time, occupying a new location to 








continue the traditions of the Klaholt 
firm. 

Don J. Allphin has opened a new 
downstairs watch repair and jewelry 


shop at 1613 San Pablo Ave., Oakland, 
Cal. 
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Atlanta, Ga. 


S. J. Higgins, Canton, Ga., has pur- 
chased the stock of the Canton Jewelry 
Co. Mr. Higgins started work for the 
company a number of years ago as 
watchmaker. 

Atlanta jewelers report a decided in- 
crease in business over the week-end. 
Warm and sunny weather during the 
latter part of the past week brought 
out many Christmas shoppers who 
thronged the stores. 

Fred Radebaugh, prominent jeweler 
of Cartersville, Ga., was the recent 
victim of a window smasher. The win- 
dow of his store was smashed by a brick 
or some similar weapon after office hours 
and about $200 worth of jewelry on dis- 
play for the Christmas trade was 
taken. 





Canada Notes 


The jewelry store of R. O. Steadman, 
Thorold, Ont., was robbed by a gang of 
thieves, who have been operating in the 
neighborhood, on the night of Dec. 14. 
They broke the plate glass window and 
through the aperature secured rings, 
watches and other valuable to the value 
of $740. 

A daring robbery was committed at 
the jewelry store of Abraham Wallar- 
stein, 3839 St. Lawrence boulevard, 
Montreal on the night of Dec. 13. The 
store was entered by two men and a 
woman and the latter desired to be 
shown some goods. When she was en- 
gaged in examining them the two men 


drew revolvers and covered the pro- 
prietor, who was attending her, and 
ordered him to hold up his hands. They 
then hastily collected diamonds and 


watches within reach together with $90 
in cash making in all a value of about 
$500 and made their escape in an auto- 
mobile. 








Coincident with the sentence of 25 
years in prison meted out to Hunter 
Lewis, who was convicted of hold-up and 
robbery in the case of Raymond Hughes, 
Baltimore diamond broker and jeweler, 
suits have been filed against three in- 
surance companies the jeweler claiming 
approximately $17,000 from the insur- 
ance concerns. Hunter Lewis, the con- 
victed bandit, was sentenced to prison by 
Chief Judge Samuel K. Dennis, of the 
Supreme Bench, and two days later 
(Dec. 19) Mr. Hughes filed suits against 
the insurance companies. In each 
action Mr. Hughes claimed that the 
companies had failed to reimburse him 
for his loss as provided in the policies 
which he held. Altogether four suits 
were filed. The defendants are the 
Fidelity and Deposit Co., Ocean Accident 
and Guarantee Corporation, Ltd., and 
the National Union Indemnity Co. 








Boston 


In the publication of an item in these 
columns on Dee. 12 an error occurred 
when Samuel Bilinsky, local diamond 
dealer who was held up and robbed in 
Roxbury, Mass., was described as being 
identified with Sam Bellar, dealer in dia- 
monds, 373 Washington St., this city. 
According to Mr. Bellar, Mr. Bilinsky 
is not in his employ and has never been 
identified with him. 

Several cases have come up involving 
the advertising and selling of jewelry 


marked “sterling silver” in Italy. The 
Boston Better Business Bureau has 
found that some of this jewelry, al- 
though stamped “sterling,” does not 


equal the American standard. Some of 
the Italian jewelry found on sale in 
this city has been found to be marked 


800, which is 125 points below the 
American standard. A list just pub- 
lished by the Bureau shows that the 
following jewelers are now members 
of the organization: Bigelow, Ken- 
nard Co.; Charles, Henry & Crowley 
Co.; Franklin Diamond Co., Hodgson, 
Kennard Co.: George E. Homer Co., 
Howard & Co., E. B. Horn Co., 
Kay Jewelry Co., Lenox Jewelry Co., 


Thomas Long Co., J. H. Scheinfeldt Co., 
A. Schmidt & Sons, Shreve, Crump & 
Low Co.; Smith, Patterson Co.; A 
Stowell & Co., Washington Jewelry Co., 
Jason Weiler & Sons. 








Providence 
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Frederick C. Hahn has filed a state- 
ment at the city clerk’s office that he is 
the owner of the Capitol Welding Co., 
246 Aborn St. 

At the December meeting of the board 
of directors of the Manufacturing 
Jewelers’ Board of Trade held at the 
Turks Head Club on Friday there was 
a good attendants and considerable rou- 
tine business was transacted and plans 
for the new year were discussed. 


Group winners for October of the 
inter-plant safety contest conducted 
under the auspices of the Providence 


Safety Council were announced the past 
week. Among the manufacturing plants 
that did not have an accident among its 
employes during that month were the 
Gorham Mfg. Co., the Ostby & Barton 
Co. and the D. M. Watkins Co. 
Another group of buyers visited this 
city and vicinity the past week and while 
the aggregate of the orders placed was 
considerable, buyers were cautious and 
there was a general sentiment of wait- 
ing to determine what are to be the 
developments of the New Year. Among 
the buyers reported here last week were 
the following: Mr. Ritter, Ritter, 
Greenberg Co., Philadelphia; Mr. Stern, 
Isaac Kahn Co., Inc., Chicago; Mr. Glass, 
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Leo Glass & Co., New York city; Mr. 
Schwartz and Mr. Steinberg, Schwartz 
& Steinberg, New York city; Mr. Arn- 
stein, Arnstein & Lande, New York city; 
Mr. Waxman, Waxman, Penner & Le- 
vine, Chicago; Mr. Weinrich, Weinrich 
Bros., New York city; Mr. Dinkelman, 
Dinkelman-Bubert Co., Baltimore; Mr. 
Jaffrey, the Gift Kraft Co., New York 
city; Arthur Caro, Ben Felsenthal Co., 
New York city; Mr. Kaskel and Mr. 
Mandel, D. Lisner & Co., New York city; 
Mr. Mayer, Levin, Mayer & Co., Phila- 
delphia; Mr. Kaufman and Mr. Ruder- 
man, Kaufman & Ruderman, Inc., New 
York city; Mr. Wertheimer, Wertheimer 
& Levy, Inc., New York city; Mr. Jacobs, 
R. Jacobs & Co., Cincinnati; Mr. Adler, 
Julian Adler Co., New York city and 
Philip Stern, New York city. 








Washington, D. C. 


Preliminary Christmas sales reported 
by a number of local jewelers indicates 
an even more than normal trade. It 
was stated that this year pewter, 
watches and clocks were greatly in de- 
mand. 

E. W. Persons, manager of Goldsmith 
& Co., engaged seven new sales people 
and two more perters for the increase 
in Christmas business. He was for- 
tunate in securing the same extra help 
he has had in former years. 

Police are searching for a man 
bought a $150 ring from a Seventh St. 
jeweler last week with an alleged worth- 
less check and is blazing a trail of others 


who 


among various merchants of this city. 
He is about 45 years old, very short 
and his thinning hair is tinged with 


gray. His speech is marked with a de- 
cided German accent, the police say. 

Joseph H. Levi, merchandise manager 
of the E. M. Rosenthal Jewelry Co.’s 
headquarters here reports three new 
stores recently put into operation by his 
company. In Waltham, Mass., the H. 
E. Western Jewelry Co. was bought out 
and the Kay Jewelry Co. established in 
charge of Mr. Hirshberg. In Pawtucket 
R. I., the Rosenthal company has opened 
a new store under the management of 
L. Johnson, and in Brockton, Mass., an- 
other new one to be run by Milton Gold- 
man. 

The jewelers located on F and G Sts., 
between Ninth and 15th Sts., the center 
of the shopping district, where the Police 
Department planned to prohibit parking 
for the 10 days prior to Christmas, op- 
posed this as they felt it would seriously 
affect business. They thought that this 
parking plan might become permanent 
if tried for the Christmas season. The 
Merchants and Manufacturers Associa- 
tion questionnaire on this subject re- 
ceived replies from 64 merchants located 
on the streets mentioned and 56 objected 
to the ban, showing that an overwhelm- 
ing majority of downtown merchants 
feel that the one hour parking should be 
continued as usual with no ban during 
the month of December. 
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Crystal Ware Popular 
85) 


(Continued from page 


But remember there are thousands of 
people in less affluent circumstances who 
are still able to spend a few hundred 
dollars on a refined layout of stemware 
for their homes. 

All these efforts of the maker are not 
devoted to creating designs or shapes for 
glassware. There are dozens of acces- 
sories that go to make up a household 
supply of crystal and each piece is a 
necessary adjunct of the other. The 
variety of beverage mixers, whether 
cocktail shakers, lemonade mixers or iced 
tea containers, are all a needed part 
of a well regulated home which is given 
over periodically to entertaining friends, 
the ostentatious banquet or informal 
luncheon. 

In these columns are illustrated some 
of the things being prepared for the 
jewelers to offer their customers. 

There are many things a jeweler must 
consider in making his purchases of this 
class of merchandise, just as he does in 
buying jewelry. He may only handle 18 
karat gold goods or lower grades and 
plated goods, but in each case being 
familiar with the various grades he is 


not deceived. In glass it is just the 
same, as there are various grades of 
glass. These vary from the cheapest 


kind of tank lime glass to the highest 
grade of fill lead glass, produced in an 
hermitically sealed pot. In _ between 
there are varied grades and then too 
there is blown and pressed glass. These 
at first the jeweler may not be able to 
distinguish, but it will not take him long 
to familiarize himself with the various 
qualities. A jeweler only need to exer- 
cise common sense and a little guidance 
and he will be able to reap rich harvests 
that are now within his reach. 

Many jewelers have been selling glass 
and china for years and in some in- 
stances the turnover has been as much 
as 16 per cent of their entire business 
This is a class of business that should 
not be regarded lightly but should be 
looked upon with the same amount of 
respect as any of the other lines which 
go to make up a high grade jewelry es- 
tablishment. 


St. Louis 


Arthur J. Malone, proprietor of a 
jewelry store at 2902 Chouteau Ave., 
was recently shot by a bandit who at- 
tempted to rob him. The jeweler was 
not mortally wounded. 

Reports throughout the downtown 
jewelry district in St. Louis are en- 
couraging regarding holiday business 
The popular priced stores apparently are 
attracting the shoppers. All are crowded 
and buying is brisk. Diamonds in those 
stores where they have been stressed are 
active. This merchandise remains in 
the popular priced field of diamond 
sales. Stores featuring gifts report a 
popular trend in the buying. 
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Chicago Notes 





William Strauss, of Strauss & Strauss, 
31 N. State St., has returned to his of- 
fices after making an extended business 
trip through the West to the Pacific 
Coast. 

John Levinsky, repairer, will remove 
his business this week from 1345 49th 
Court, Cicero, Ill., to more modern 
quarters at 2437 W. 69th St., Chicago. 
Mr. Levinsky commenced this business 
about 18 months ago. 

M. Weiss, with offices in the Columbus 
Memorial Vaults, has made arrange- 
ments with the Osier Mfg. Co., Provi- 
dence, R. I., to represent it in the Middle 
West, calling on the wholesale trade. 
Mr. Weiss will handle this line in con- 
nection with other lines that he repre- 
sents. 

Be At. 
munity, 
northern 
the trade. 


Colway, of the Oneida Com- 
Ltd., returned last week from 
Wisconsin where he called on 


Mr. Colway will remain at 


the Chicago office until after Jan. 1 
when he and other representatives of 


the Chicago territory will go to Oneida 
to attend a sales conference. 

The many friends and customers in 
the United States and Canada who have 
been greeting FE. D. Cahn several times 
each season for the past 21 years as the 
representative of Untermeyer Robbins 
& Co., will learn with regret that he is 
retiring from the jewelry business. 
After a tour of Europe Mr. Cahn will 
enter the literary field, in which he has 
long been interested. 

A. D. Miller, Naperville, Ill., passed 
away at his old home last Thursday 
after being in ill health for the past few 
years. He was buried on Sunday in the 
family plot at Naperville. Mr. Miller 
was in the retail jewelry business for 
himself at Naperville for a great many 
years. When his health failed him about 
a year ago he sold out the business. 

Perce G. Marshall 
with the Speidel Chain 
represent the concern in the Middle 
West and South. Mr. Marshall has re- 
presented the Progressive Ring Co. for 
some time, and he will handle the 
Speidel Chain Co. business here in con- 
nection with that line, calling on the 
wholesale trade and making his head- 


is now connected 
Co., and will 


Memorial 


Columbus 


quarters in the 
business vaults. 

B. C. Allen, of Benj. Allen & Co., 
returned on Thursday with his wife, 
daughter Mildred and son-in-law, Major 
3rysom, of India. Mrs. Allen spent 
several months in India visiting with 
her daughter and arrived in New York 
accompanied by her daughter and the 
Major, on Wednesday. Mrs. Brysom 
has not been in the United States for 
several years and is happy to visit with 
her many old friends. This is the 
Major’s first trip to the States. 

The Chicago Jewelry Manufacturers 
Association held its regular monthly 
meeting and dinner on Tuesday of last 
week. About 40 factories were repre- 
sented. There were a number of guests 
from the Master Engravers Association 
in attendance, and also representatives 
of various factories who are not mem- 
bers. The operations and policy of the 
Jewelry Manufacturers Association was 
outlined to these guests. It has been 
the thought for some time to increase 
the membership of the association, but 
it was not until this meeting that the 
directors decided definitely to increase 
the membership. Mr. Milhening pre- 
sided over the meeting as H. Paul Juer- 
gens, president, was out of the city. 

William Little, representative for the 
Stein & Ellbogen Co., completed travel- 
ing for the year, and left last week 
for Connecticut where he will spend the 
holidays with his sister. J. P. Carr, of 
the same concern, accompanied by his 
wife and family left on Sunday for 
California where they will spend about 
two months enjoying the warm climate. 
C. B. Nesbit, of the sales force, is spend- 
ing the holidays with his family in Kan- 
sas City. Mr. Nesbit has completed his 
traveling for the year and spent a few 
days at the home offices. John Yingling, 
also of the sales force, returned from his 
territory last week, and after spending 
a few days in the house, left for his 
home in Toledo to spend the holidays 
with his family. 

Murray Kohn, of Silberman, Kohn & 
Wallenstein, New York, gave a farewell 
luncheon to the jewelers of the famous 
round table at Marshall Field Men’s 
Grill, on Thursday. Mr. Kohn is re- 
tiring from the business on Jan. 1, and 
he is the last of the original owners to 
retire. The business will continue to 


operate as heretofore, under the same 





name and in the same courteous manner, 
by N. Newman and I. Garlin who have 
been connected with the business for 
many years. Mr. Kohn has been as- 
sociated in the jewelry business for 42 
years and has traveled the Middle West 
territory for over 33 years. In 1901 
he commenced business with Messrs. 
Silberman and Wallenstein and he says 
the hardest part of going out of the 
business is his regret in giving up his 
every-day contact with his host of 
friends. The jewelers of the round table 
presented him with a _ beautiful silk 
lounging robe. Mr. Kohn told his 
friends that he would be on hand at 
every C. J. A. golf tournament. 

The R. Wallace & Sons Mfg. Co. is 
busy making plans for the new year, 
and is working on an extensive pro- 
gram. The concern is condensing terri- 
tories and adding new men. H. E. Reich, 
manager of the company’s Chicago office, 
announces that the following men have 
been added to the Chicago sales force: 
Jackson F. Boehm, who will cover Kan- 
Nebraska and Colorado; John F. 


Sas, 


Stewart, Minnesota, North and South 
Dakota and Montana; Ross S. Baxter, 
Iowa and Wisconsin; Harry W. Dodd, 
Indiana. Otto Klueber, who has trav- 
eled out of the Chicago office of the 
Wallace concern, will be permanently lo- 
cated in St. Louis after Jan. 1. Mr. 
Klueber will call on the trade in St. 
Louis and adjacent territory for this 
firm. B. J. Townsend is now associated 


with the Chicago office of the Wallace 
house. He has been appointed branch 
assistant sales manager and is in charge 
of sales. Mr. Townsend formerly was 
branch manager for the Vacuum Oil 
Co. William Barker, the Wallace con- 
cern, is retiring from the road, and will 
devote his entire time to calling on the 
trade in Chicago. Mr. Barker called 
on the trade in the larger cities west of 
Chicago for the past 30 years. H. E. 
Reich, Jr., who called on Mr. Barker’s 
accounts for the past few months, owing 
to his illness, will take over the terri- 
tory, commencing Jan. 1. 








The John R. Jackson Jewelry Co., 
which operates a shop in the Florence 
May apartment building, N. Main St., 
Rockford, Ill., has been granted charter 
of incorporation with $25,000 capital. 
John R. Jackson, W. H. Keig and Margie 
S. Keig are incorporation. 
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Cincinnati 


Arno Dorst, president of the Dorst 
Co., manufacturing jeweler, has been 
selected as the representative of that 
branch of business in the Cincinnati 
Rotary Club. He was asked to join th 
widely known noon-day club as_ the 


membership held by the Miller Jewelry 
Co. was transferred to the emblem divi- 

with Mr. Dorst taking the 
manufacturing division. 


sion over 


A fusillade of shots fired by Patrol- 
man Richard Doebrick routed two bur- 
glars who were caught in the act of 
ransacking the window at the store of 
the Schor Jewelry Co., 1217 Main St., 
early Friday morning. Both Doebrick 
and Private Policeman George Leusing 
heard the crash of breaking glass tw 


squares away and rushed upon _ the 


vandals who dropped five strap watches 


eir The officer fired 


in making’ th escape. 


at the fleeing pair a number of time 
but they succeeded in escaping. Th 
oo a ak = ae 

hieves hit the window with a hatche 


wrapped in a towel. 

James W. Farrell, 
ident of the Homan Mfg. Co.., 
ee at the head of the Cincinnati 


Manufacturers 


executive vice-pres 
will again 
Whole 

Asso 


president 


sale Jewelers and 


iation having been renamed 


by the nominating committee. The ar 
nual report of the committee was read 
it a meeting held at the Chamber of 
Commerce, Wednesday. Dec 1&8, and it 


the personne] 


howed quite a change in 
if the entire official 


being 
but two holdovers from the present staff 


family, there 


1 
Che ticket consists of Mr. Farrell for 
president; Richard Albert, Albert & 
Siefert, vice-president; J. Charles Beck- 
er, E. H. Croninger Co., secretary; 
Clarence Loeb, L. Loeb & Sons, treas 
urer. The executive committee will bs 


Harry Greenwold, Louis 
Michael Plaut, William H 
Jacobs. All officers 
elected installed at the an- 
nual meeting Jan. 14. The dinner dance 
of the association will be held Saturday, 
Jan. 11, at the Hotel Gibson. 


composed of: 
Mecklenborg, 
Schwarz and Julius 
will be and 





Cleveland 


Moderate priced jewelry was the big- 
gest for Christmas. The neigh- 


borhood jewelry stores reported a fairly 


seller 


] 
f00d 


The prompt action of a 
saved V. Screnci, retail jeweler of 
Mayfield 


business in most instances. 
policeman 
2300 
Road from loss, when his store 
window was smashed Monday night. The 
officer was making his rounds and heard 
of glass. Investigation showed 
the jewelry store win 
low, and a man hiding behind a display 
board in the lobby of a theater next door. 
He confessed to having used a long iron 
bar the window. 


the crash 


a large hole in 


to demolish 
The jewelry store of Albert Fine, 7107 
Harvard Ave., was robbed by cracksmen 
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early in the week, and in this instance 
the the officer on the beat 
enabled them to escape with loot esti- 
mated at $3,000. The officer 
two men acting suspiciously in front of 


slowness of 


noticed 


the store and upon his approach they 
made off. He found the door open and 
further investigation showed that th 


safe had been blasted open and its con- 
tents taken and showcases looted. 





Xmas Sales Ahead of 1928 
among Milwau- 


local retail- 


An informal survey 
kee jewelers indicate that 
ers beat last December by a 
ible margin. some stores reporting as 
per cent 
month of 


comfort 
much as a 25 increase in 
business. The 
starting slow. showed a steady gain in 
volume until the week before jewelers 
began to do their peak holiday busi 


Decemb 


ness. \ considerable amouni it 
“shopping around” marked the ear! 
December business and some retail 


jewelers were inclined to be pessimis- 
tic about the general ouicome. Earl: 
this time, however, indicate 
has 


reoprts at 
that practically 
least equalled last year’s volume and 


' 


every jeweler 


in most cases has shown a substantial 


mcrease 











Detroit 


No trace of the six safe ra 
ft the $20,000 worth o 


the Elver L. Ric 


they obtained from 

Co., 457 W. Fort St., on inday mo} 

ing, Dec. 14, has been obtained. 
Jewelers of Detroit have had anothe1 


good week of buying and many 
make as good a showing as tl 





the same period a year ago. The 
resumption of buying as soon as th 
stock market wore off 
a most agreeable surprise. 

The wholesale jewelers 
keeping open on Sunday and evening 
to accommodate retailers from 
ing areas who could not leave 
stores during the day. Leslie Redmond 
from Pontiac, while in Detroit wee] 
reported jewelry buying had been active, 
in fact so much so that he 
into Detroit for new 


scare has proved 


pee! 


have 
surround 


their 


last 


was forced 


to come merchan 


dise. Favorable reports also were made 
by William Schumaker of Jackson. Hi 
also was compelled to call on the whole 


sale houses for additional merchandis« 
He reports his holiday business is mak- 
ng gains. Herbert Siebel, of 


in a telephone conversation with a De 


troit wholesaler, reports Christmas buy 
ing has been underway for several days 
He also ordered additional merchandis¢ 
for immediate shipment. William Hor 


ton, of Flint, in a telephone conversation 
vith a Detroit wholesaler also furnishes 

favorable reports from that area. It 
eems to be the opinion of nearly every 
retailer smaller and 
merchandise is being purchased, but in 
the aggregate the volume is fully up to 


what it was a year ago. 


that less expensive 
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San Francisco 


The Bricksen Jewelry Co., Fresno, is 
going to move into a beautiful new store 
directly after the first of the year. The 
concern anticipates a prosperous year 
in 1930. 

Leonard H. Dable of Railsback & 
Dable, just back from a business trip 
through the North West, that he 
had found conditions looking very good 
for the holiday trade. 

Messrs. Kielty and Beard have re- 
turned to their offices here after covering 
their territories. A large number of 
out-of-town jewelers called at their of- 
fices prior to the holidays. 

Dutcher Bros. are now located in the 
Phelan building, San Francisco. 30th 
of these men are practical watchmakers 
with long years of experience at the 
bench and in handling watch repair de- 
Frank Dutcher, senior mem- 
ber of this firm, formerly had charge 
of the material department for A. & C 
Feldenheimer Co. of Portland, Ore. 


said 


partments. 


E. C. McKeen, Coast manager for the 
Waltham Watch Co., has found great 
interest in the 19830 Waltham Suggestion 
Book which has just been delivered to 
the trade. The new ladies’ six-and-a-half 
ribbon line of wrist watches, just put 

it by the Waltham Watch Company, is 

) interesting the trade. Mr. McKeen 

the Waltham Watch business is 


ad here 
Samuel Haig, well known jeweler of 
San Jose, was critically injured on the 
ning of Dec. 15 when he was struck 
y an automobile driven by Edward 
Kine, of San Francisco. Mr. Haig’s car 


is parked by the roadside at Beresford, 
which is between San Francisco and San 
He was about to enter his car 
King, coming from the opposite 
rection, struck him down. 

Just back from Los Angeles where he 
ompleted the installation of newer and 


Jose. 


wnen 


larger quarters for the International 
Silver Co. in that city, Edward V. 
Saunders, Coast manager for the com- 


pany, said at his headquarters here that 
usiness is going along very nicely, not 
in Los Angeles and San Francisco, 
ut also in Portland and Seattle, which 
Mr. Saunders recently visited. 

About 65 employes of A. I. Hall & Son 


attended the banquet held at the Sir 
Francis Drake Hotel, to honor Miss 
Harriett Brown who is retiring after 
ver a quarter of a century with the 


company. A. W. 
nade an 


Huggins, president, 
and so did George 
Brown who had been with the company 
is ] Miss Brown. She was pre- 
ented with a beautiful watch, suitably 
engraved. 

The Nominating Committee of the Na- 
onal Jewelers’ Board of Trade, Western 
District, has nominated, for the action of 
the Western District, at 
their annual meeting, Prentiss A. Rowe 
to succeed himself as a director. The 
annual Board meeting, Western District, 
National Jewelers’ Board of Trade will 
be held on Wednesday, Jan. 8, 1930, at 


} 
address 


ong as 


; 


rectors of 
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the Palace Hotel. There will be a meet- 
ing and luncheon and a very large at- 
tendance is anticipated, according to A. 
V. Davidson, western manager. 

Among the out of town jewelers call- 
ing on the trade just prior to the holi- 
days, to fill in their lines, were: Abe 
Shaddow, Fresno; Charles S. Gregory, 
manufacturing jeweler of San Jose; C. 
Mantele, Stockton; A. J. Wilkinson and 
Mrs. Wilkinson of Tracey; Howard 
Stackpole, San Jose; Phil Doll, Hay- 
wards; W. E. Heath of Dupen & Deason, 
Sacramento; G. Shaffer, Petaluma; E. 
A. Gabrinas, Sacramento; L. O. Dixon, 
Oakland; Max Noack, Santa Rosa; Tom 
Monk and Mrs. Monk, Sacramento. Mr. 
Monk is the jeweler Councilman of the 
capital city; Dan Levin, San Jose; C. 
F. Bageley, Sisson. 








Los Angeles 


Holstein & Blank have added one more 
room to its former space in the Title 
Guarantee building. 

S. J. Newton, who started business in 
Long Beach, Cal., 25 years ago, is mov- 


ing to new headquarters at 338 Pine 
Ave. on Dee. 31. 

Lewis Brown, watch repairer, has 
been notified that he has been granted 


Examining 
Institute of 


a Junior certificate by the 
Board of the Horological 
America, Washington, D. C. 
William Deitch is retiring 
retailing of diamonds and will engage in 
importing stones for the trade. He is 
abandoning his present offices in the 


from the 


Title Guarantee building, but has not 
decided where he will locate. 
R. C. Berg, formerly with the Watch 


Hospital, South Broadway, has opened 
in business for himself in the Merchants 
Exchange building, south Angeles 
St. Mr. Berg was formerly in business 
for himself in Alberta, Canada. After 
eight years there he came to Los Angeles 
but recently concluded to go in for him- 
self. 

In order to retain many of the present 
tenants and to attract new ones, owners 
of the Title Guarantee building, which 
was built with a view of supplying a 
safe building for gem dealers and whole- 
sale jewelers, are getting ready to put 
in a new, modern front on the structure. 
Where there are now three elevators 
four new, electric lifts are to be installed 
and the building is to be renovated in 
many ways. 

Henry Elston and James Dolan have 
formed a retail and wholesale company. 
Mr. Dolan will handle the retail depart- 
ment while Sydney Elston, a brother of 


Los 


Henry, will look after the wholesale 
trade. The company is operating under 
the name of the E. & D. Jewelry Co. 


The two departments occupy separate 
rooms. Mr. Dolan has been in business 
here for years, operating in the Venice 
section of Los Angeles. Henry Elston 
has a wholesale house in San Francisco, 
where he will remain. 
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The Retail Jewelers’ Advertising 


(Continued from page 39) 


real opportunity to feature diamonds at 

a popular price and thus build up a 

reputation as an enterprising merchant. 
* * * 


Gifts featured for Valentine’s Day one 
year by a jeweler ranged from 25 cents 
to $1,200. A heart shaped card might 
be sent out and on this might be printed 
the list of Valentine gift suggestions 
The edges of the heart might be printed 
in red and within the panel the mer- 
chandise could be listed. 

Here are some articles of merchan- 
dise which might be featured for Valen- 
tine’s Day: 

Perfume, compacts, comb and mirror 
sets, manicure sets, bracelets, necklaces, 
lighters, leather goods, bookends, leathe 
bridge pads, bridge sets, monogrammed 
bridge sets, stationery, fountain pen and 
pencil sets, diaries, purses, picture 
frames, cuff links, tuxedo brush 
and comb sets, leather wallets, key hold- 
leather cigarette tobacco 
pouches, canes, and so on. 

A few examples of Valentine’s Day 
advertising, which will offer suggestions 
illustrated. 


sets, 
cases, 


ers, 


to others, are 


month, the 


About the middle of this 
Jewelers’ Guild, Omaha, Neb., compris- 


ing a number of progressive retai! jewel- 
ers, did some excellent cooperative retail 
advertising. One ad occupied a space 
of 21 inches, six columns wide. 


[f others throughout the country would 
follow the example of these enterprising 
up-to-the-minute retailers, they would 
find their profits higher and inventories 


lower. Cooperative advertising might 


profitably be done oftener. 
* * 
Arthur Everts, Dallas, Tex., used 


space generously during the holiday sea- 
son. 

One of his announcements, used Dec. 
15, is shown. This ad occupied space of 
21 inches, four columns wide. 


* * * 


Linz, also of Dallas, Tex., does things 
in a big way. Their slogan “A gift with 
years of joy in the possessing” is a 
good one. The announcement on page 38 
was used about two weeks ago. 





Louisville 


August Vial, jeweler of Horse Cave, 
Ky., recently suffered fire damage of 
about $2,000 in a blaze which attacked 


his residence in that city. 


Jewelry valued at $150 was recently 
taken by a thief from a window of the 
store of J. Rosenburg on S. Upper St. 
Lexington, Ky. 

Matt Irion, head of the old retail jew- 


elry house of Matt Irion & Sons, on Dec. 


97 


14 celebrated his 80th birthday. Mr. 
Irion has been in the retail jewelry busi- 
ness in Louisville for 57 years. 

Will Sales in an open message ad- 
vertisement to the public is offering to 
refund the difference on any diamond 
or jewelry which can be bought for less, 
cash or credit, than the price at which 
he offers such merchandise. 

Albert E. Leaf, formerly in the optical 
and jewelry business at 18th and Market 
Sts., Louisville, and later employed by 


the Dixie Jewelry Co., Louisville, re- 
cently died at a local hospital after a 
two weeks’ illness. He is survived by 


his widow, a son and a brother. Mr. 


Leaf was 38 years of age. 





W hy a Gift Section? 


(Continued from page 79) 


have some interesting jewelry or 
watches close at hand you will perhaps 
be surprised to find that one out of 10 
decided interest, and when the 
birthday or Christmas arrives, husband, 
father or lover may be inquiring for this 
article. 


show 


very 

That was my experience. I operated 
a gift department for the last four years 
of my business career. I charged against 
it, rent, light, heat, a portion of my own 
and carrying 
small actual 
profits were 
space not at 


window space, etc., 
showed a 


salary, 
these burdens it 

profit, but the indirect 
astounding. If you have 
present in use and do not charge rent to 
this department, it, in itself, should show 


a good profit, provided it is properly 
managed. 
How about the prestige of the busi- 


ness? I am not one of those who belittle 
“Old Man Prestige.” It’s not the “bunk.” 
It’s a valuable asset, but a gift depart- 


ment need not hurt it. That’s easy. 
Make it—and carefully and consistently 
keep it—a separate department. Wrap 


your gifts as gift shops do, in fancy 
papers, with tapes or strings, and seal 
the packages with a nice, metallic seal 
(spend a bit of money for good attrac- 
tive ones, they’ll advertise the depart- 
ment), and have this seal read, not 
“Smith Jewelry Co.,” or “Smith, the 
Jeweler,” but “Smith’s Gift Shop,” and 
if you use seals in your jewelry store, 
see that they are quite different in color 
and shape. If you feel that it is neces- 
sary to have boxes then use different 
colored boxes. Make the gift shop a 
separate thing in the mind of your com- 
munity. Let them expect to get new, 
“oifty,” interesting things from ‘‘Smith’s 
Gift Shop,” and fine, dignified, worth- 
while things from “Smith’s Jewelry 
Store.”’ 

When you show gifts in the window, 
make a group “From Smith’s Gift Shop.” 
Your community will be quick to grasp 
the difference, and the prestige will be 
more than safe, and when you increase 
your sales of fine merchandise as a re- 
sult of increasing your “customer at- 
tendance’’—you will, I believe, feel that 
it has helped more than hurt your 
prestige. 
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Important Consolidation of Interests in 


the Wateh Trade 


Tavannes W atch Co. of Switzerland Join Forces with Edward L. 
Stern & Bro. of New York 


New Institution for 


Distribution in United States to Be Known as 


Tavannes of America 


The announcement just made of the 
consolidation of interests of the Tavan- 
nes Watch Co., of Switzerland, and Ed- 
ward L. Stern & Bro., manufacturers of 
watch attachments, 305 E. 47th St., New 
York, in connection with the distribution 
of the products of the former in this 
country, brings to light one of the most 


identified with the foremost advances in 
watch progress during the past century. 
When salient changes in timepiece con 
struction were proposed, this world- 
reputed house was a major influence in 
effectuating far-reaching improvements. 
In 1903, Tavannes technicians took the 
initiative in developing the interchange- 





BIRDS BYE VIEW OF 


important of recent developments in the 
watch trade. It is believed that this 
coming together of these two outstand- 
ing organizations in connection with the 
Tavannes watches in this country will 
make possible coordination of effort that 
promises noteworthy departures in 
watch merchandising. 

The name Tavannes has been eminently 


THE PLANT OF THE TAVANNES WATCH CO 
SWITZERLAND 





TAVANNES 


ability of movement parts which today 
forms the basic principle in the making 
of all fine watches. 

At Tavannes headquarters, Tavannes, 
Switzerland, an army of artisans, 5000 
strong, are engaged in the production 
of the famous Tavannes movement 
Since the policy of Tavannes permits of 
the employment of only the most skilled 
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technicians, these men are selected for 
special ability and experience. They are 
then carefully trained to adhere to the 
exacting demands of flawless precision 
which characterizes the Tavannes tradi- 
tion of unrivaled accuracy steadily up- 
held for more than eight decades. 

On the other hand, the American firm 
in this new consolidation of interests 
hardly needs introduction to any one 
familiar with jewelry progress in the 
United States during the last decade. 
The house of Edward L. Stern & Bro., it 
is known, is a subsidiary of the house 
of Jacques Kreisler & Co., who long 
have been celebrated for their note- 
worthy creations in platinum and dia- 
mond jewelry and watches. The ex- 
pansion and popularity of the watch at- 
tachment in recent years necessitated 
the establishment of an accessory firm 
of Jacques Kreisler & Co., in the form 
of Edward L. Stern & Bro., which, as a 
definite entity, follows the distinguished 
footsteps of the parent concern. 

It is believed by those in authority 
that the increased facilities and effi- 
ciency resulting from this combination 
of interests of these renowned organiza- 








tions presage remarkable benefits for 
watch retailer and consumer alike. 

The new institution, formed to ad- 
vance American distribution will be 
known as “Tavannes of America.” 

New York Manufacturer Issues 


Attractively Hlustrated Booklet 


Charles P. Goldsmith & Co., 20-26 W. 
6th St., New York, recently issued to 
the trade a beautifully illustrated book- 
let, showing items from their large and 
varied lines. The book is profuse with 
illustrations of fine articles of jewelry, 
with rings, brooches, pendants and brace- 
lets predominating. 

Natural colors are used in the illus- 
trations and the emeralds, sapphires, 
and rubies pictured stand out in actual 
size and striking beauty. The articles 
depicted speak for themselves, and the 
only word matter in the pamphlet ap- 
pears on the inside back cover wherein 
the policy of the concern, which imports 
faney cut and round diamonds, emeralds, 
sapphires, rubies and pearls and manu- 
factures jewelry is outlined. 
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Zime Keeping (ollections in the 
LVational Nuscum at VV ashineton, D.C. 


By Carl W. Mitman, Curator United States National Museum 


HE Act of the Congress of the United trating the progress of the most useful ome over 250 years old. These are 
States of Aug. 10, 1846, founding the inventions such as, for example, the astronomical ring dials, several of which 
Smithsonian Institution, provided fo. steam engine from its earliest and rudest are adjustable for various latitudes; 
the custody of a National Museum and form to its present state’ should be pre- Persian astrolabes; folding and pocket 


indicated its scope in a general way. pared. dials from central Europe; string dials 
Later the Museum committee of the first Thirty-five years later in 1881, when from China and Japan; reproductions of 
Board of Regents of the Institution pre the National Museum’s first building various forms of modern dials, designed 
sented in more detail the range of activi- was completed, timekeeping was estab- for different latitudes from the Pole to 


the Equator; and several models of 


ies for > se ¢ : ste at : ae ° ‘ 
ties for the Museum and suggested tha lished as a distinct section and it was _ Se’ 
patented ideas for indicating sun time. 


in a proposed department of industrial decided that. to be in keeping with the 
arts “various series of models illus- Regents’ suggestions, attention should 
be given especially to the technological! 
rather than to the artistic side of 
horology. In other words, that the story 
of this science should be told through the 
medium of a representative series of 
timekeeping mechanisms. 

After almost 50 years of careful selec- 
tion the National Museum today pos- 
sesses 800 timekeeping devices, the ma- 
jority of which are watches, watch 
movements and parts. The collections 
are exhibited in the Arts and Industries 
3uilding of the Museum group and 
occupy the central portion of the gallery 
above the Southwest Range. Some idea 
of the area occupied by the collections 
may be obtained from the accompanying 
illustration taken from one end of the 
gallery. 
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HE story begins with two models of 

sun dials—one of an Egyptian mono- 
lith such as Cleopatra’s Needle in Cen- 
tral Park, New York, and the other of 
the primitive dial used by the Mon- 
tagnais Indians of Canada. This con- 
sists of a pole placed vertically in the 
ground and partially surrounded by an 
are of stones marking the position of 
the pole’s shadow at various intervals 
during the day. These models are fol- 
Working Model of Clock Movement lowed by a series of about 50 sundials, Working Model of Watch Movement 
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HANDY & HARMAN 





Karat 


Golds 


and Solders 
in All Colors 


Meeting ALL Requirements 


Use of virgin metals and our strict 
laboratory control of processes enables us 
to insure a high degree of uniformity in 
fineness, color, workability and temper. 


SOLDER 


Easy and Hard Solders are made to give 
just the right color and flowing qualities 
for any gold and they are always the same. 


Exactly WHAT You Want 
Exactly WHEN You Want It 


Your requirements will be adhered to 
with the utmost accuracy. Our plant in 
New York, which specializes in gold, is 
keyed to give you quick delivery—often 


right from stock—any color, karat, size or 


shape and any quantity. 


HANDY & HARMAN 
Executive Offices 
57 William St., New York, N. Y. 
PLANTS: 


425 Richmond St. Fulton 
Providence, R. I. New York, N. Y. 
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_. weeps! 


O¢; ¢ buy sweeps and waste | 

—_— materials ona just val- | 

uation of their worth. 

Assaying and refining 

are done under exact- 

| ing conditions, with | 

| adequate facilities 
| and by technically 

| trained men. 
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The S.S. WHITE DENTAL MFG. CO. 
Industrial Division 
152 West 42d St. New York, N.Y. 





Established in 1844 Member of J. B. of T. | 





| HAVE YOU USED OUR SOLDERS AND ALLOYS? || 
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HOOVER & STRONG, Inc. 
J0...2| « Metallurgists ell 


PLA’ OFFICE AND WorkKS, 119 West TupPER STREET. 
w BUFFALO, N.Y., U.S.A. 

















From FLORIDA comes a letter which 
presents a reason why you ought to 


trade with H.& S.: 


“We herewith acknowledge re- 
ceipt of your check in the amount 
of $120.89 in payment of 2 Bar- 
rels of Jewelers’ Sweeps for which 
we thank you most kindly and re- 
main,” 





We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “It’s the 
Amount of the Check that Counts-” 
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The Timekeeping Collection 


While the sundial is a very ancient 
timekeeping device, it is the product of 
the more civilized peoples, and just as 
today there exist in the world various 
planes of civilization from the most 
primitive to the most refined, so at the 
dawn of history it is assumed that a 
similar condition existed. To be at all 
complete, therefore, the story of time- 
keeping must include the less refined and 
therefore more primitive devices. What 
these were in Babylonian or Egyptian 
times is not definitely known, but the 
National Museum’s collections include 
some of the better known devices still in 
use in out of the way corners of the 
world. There is the grass rope knotted 
at regular intervals, which the native 
ignites and allows to smoulder day in 
and day out; slow burning Chinese 
punk; a Korean tobacco pipe, to smoke 
a pipe of which consumes a definite 
interval of time; and a string of wax- 
like candle nuts from South America 
used as a timepiece by certain tribes 
because of the fact that each nut burns 
up in a definite length of time. 


ROUPED with these primitive and 

unusual methods of time-telling are 
the time-indicating candle; oil lamp; 
and a patented idea of the latter sort 
designed for reading time at night. The 
next in order are three examples of the 
clepsydre, or water clocks devised sev- 
eral centuries before Christ and used as 
late as the 18th century A. D. The 
last of the series of pre-mechanical 
weight-driven devices is concerned with 
the sand or hour glass. The collection 
contains many sorts of these, including 
a set of four glasses, each 10 inches 
high, but which indicate one-quarter, 
one-half, three-quarters, and one hour 
periods respectively; and a 14 second 
“baby glass” used on sailing ships in 
conjunction with the ship’s log to deter- 
mine the vessel’s speed. 
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in U. S. National Museum 


the visitor is 
thrust right into the world of clocks. 
The collection begins with a_ small 
Japanese wall clock, having works of 
the type of de Vick’s clock of the 14th 
century. Following this are English 
and Dutch chamber clocks of the middle 
17th century and a German tower clock 
of the 18th century. The clocks of the 
19th century in the collection are chiefly 
of American make, the one exception 
being an elaborately carved cuckoo clock 
of German origin. There is to be seen 
the much admired Eli Terry shelf clock 
and a Silas Terry Wag-on-Wall; a Wil- 
lard banjo and a Thomas shelf clock in 
the characteristic Ogee rosewood case. 
This introductory series is followed by a 
comprehensive collection of clocks made 
by Chauncey Jerome and his successors 
between 1817 and 1927. 

Any visitor willing to take the time 
to read the descriptive labels and ex- 
amine the objects composing this col- 


From hour glasses 
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lection can not help but obtain a general 
picture of the history of the clock- 
making industry of the United States. 


TIMEKEEPING 

er it be a clock or 
an easy thing for the layman to com- 
prehend, so, to assist him to a better 
understanding, there are maintained in 
the Museum’s collections two large 
working models—one of a clock move- 
ment with anchor escapement, and the 
other of a watch movement with de- 
tached lever escapement. These are in 
operation daily, are slow moving, and 
are practically self-explanatory. Then 
too, the manner of obtaining standard 
time and the daily broadcasting of time 
signals as in vogue in the United States 
Naval Observatory, is visualized for the 
layman by an illuminated model and 
photographs. 

As stated earlier, watches and watch 
movements make up the greater part 
of the Museum’s horological collections. 
The oldest watch, or rather pocket clock, 
is a German one of about 1625. Watches 
of the 18th and early 19th centuries pre- 
dominate, and those of English manu- 
facture are in the majority. French, 
Swiss, Danish, Dutch, and German 
watches of many makes are represented, 
and there is hardly any American watch 
made during the 19th century that is 


mechanism wheth- 
a watch, is not 


not included in the collection. Although 
there are examples of repoussé, sha- 


green, tortoise, and enamel case work 
an of elaborate dial work, such speci- 
mens are exceptions to the collection as 
a whole. Unfortunately no examples 
are included of the work of the more 
famous watchmakers such as Tompion, 
Graham and Breguet, but on the other 
hand, all of the regular types of move- 
ments adopted decade after decade, are 
believed to be represented. 


T has been said that one of America’s 

greatest contributions to timekeeping 
was the introduction of the dollar watch, 
and the Museum’s collection includes a 
series of the Patent Office models of D. 
A. A. Buck’s watch invention of 1879, 
on which invention the dollar watch is 


(Continued on page 104) 





Part of New Haven Clock 


Co.’s Exhibit, National Museum 
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GET THE REAL 
JEWELERS 
WORK BENCH 


Metal bottom pans and drawers, filing pin 
and arm rest, one and two-seat sections with 
detachable iron legs. 

LEIMAN BROS. 


Reversible Work Bench 


PATENTED 


The bench that evolution has produced—the ulti- 
mate improvement—the comfortable, convenient work 
bench that is truly the jewelers’ companion. 

It took years of experience with practical working 
jewelers to evolve this bench—no other makers can 
offer it to you—it’s patented. It contains time-tried 
features, the convenient arm rest, the rigid file pin, 


the full width drawer and the non-rustable lower pan. 


Drop us a card 23B WALKER ST. Makers of Good Machinery 
for particulars LEIMAN BROS., Inc. NEW YORK for 40 Years 


THE 




























HARD MAPLE TOP 


The top is the same front and rear, so that the 
bench is really two benches in one. The trans- 
formation is complete whenever you want a 
new one for the old working front of your 
bench 

















Every worthwhile shop, large or small, in the 
land uses them The material is especially 
selected with its close-grain hard maple for the 
top—and then heavily shellacked to allow for 
vashing and cleaning. Altogether a most desir 
y bench for the factory, workroom, store or 
home Get the catalog telling all about them 

























We actually recover 
every grain of value 






from sweeps, polishings, filled cases, plated 
scrap, obsolete yellow gold mountings, etc., oe 
and pay highest market price always, be- barged 
‘ause we use the refined metal. for your 


THOMAS J. 


DEE. sCO. 


55 E.WASHINGTON ST. CHICAGO y 


“We donot 
employ 

traveling 

gold buyers 








ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 
709 Sansom Street, Philadelphia 


One Hand Control 


with the 








¢ 


Jewel 2's Torch | 


+ 








The flame is adjusted by a touch; you can 
have a sharp needle-shaped flame, hot enough to 
weld platinum, or instantly change to a big 
soft brush flame for annealing or tempering. 

You will like the Hoke-Jewel oxy-gas torch 
for all kinds of work—high grade or novelty, 
gold, silver, platinum, or white gold. 





Pl LEARN DIAMOND SETTING Ea 


In all of its branches We recommend a residence 
course in New York, but where this is not possible, 
we teach every kind of stone setting through corres- 
pondence Our advanced students actually set dia- 
monds for the trade Each kind of setting taught 
separately by mail at a charge of $15.00 to $95.00 
per section Write us. 


ra JEWELERS’ INSTITUTE OF NEW YORK & 


48 W. 48th ST., N. Y. C. JOHN KRISCH, Instructor 





Ask for free circular C. S. 





22 Albany Street, 
Hi k Inc. New York City 














WHOLESALE DISTRIBUTORS 


Genuine American Watch Material Prompt and Efficient Service 
Gruen and all Swiss Watch Material carried in stock Westclox and Ingersoll Watches 


GEO. J. DOEHRMANN 15 MAIDEN LANE, NEW YORK 
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United States Patents 
issue of Dec. 17, 1929 
1,740,060 INTERCHANGEABLE JEWEL 


MOUNTING. LEO Baum, Williamsburg, 
Brooklyn, N. Y Alexander’ Russell 


ae. executor of said Leo Baum, de- 
eased. Filed July 12, 1927. Ser. 205,- 

75. 10 claims 
- interchangeable jewel mounting com- 


prising a pair of members relatively slidable 











in a direction parallel to the plane of the 
members, means on one of said members for 
r 
== 
i sa 
22 i 
“13 I = 
cvemmencasaisauninngiil 
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edges of the 
said members 
edges of the 

one of said 


engaging 
means on the 


removably 
jewe l, 


opposite 
other of 
for overlapping intermediate 
jewel, and means for locking 
members to the other 


1,740,369. METHOD OF 
RINGS. HENRY W. 


FINGER 


Boston, 


MAKING 
PETERS, 


Mass. Filed Sept. 12, 1928. Ser. 305, 
562. 2 claims. 
The herein described method of making a 


consists in producing, by 
operation, a setting 
edges and oppositely 
producing by a sec- 


ring which 
stamping 


finger 


a single base 


having opposed concave 
shanks, 


extending then 





ond stamping operation a setting having 
wings, then shaping the shanks and base to 
form a ring and to straighten the concave 


edges of the base, then bending the wings 
of the setting to form a box, and finally join- 


ing the wings to the edges of the base. 


1,740,426 NOVELTY WATCH. JOSEPH B 
KISLINGER, New York, assignor to Marie 
B. Kislinger, New York. Filed June 23, 


1924. Ser. 721,721. 13 claifms 
A pendant construc tion comprising watch 
movement having a face plate, a metallic 
enclosing the edge and back of said 
movement, a non-metallic body materially 


Case 





larger than and enclosing said metallic case, 
a metallic band embracing the edge of said 
body, a supporting pendant attached to said 
band and a winding stem extending out- 
wardly through said band and preventing 
relative rotation of the movement in the 
body. 

1,740,191. GEM OR STONE SETTING. VAL- 
ENTINE MARTINKEVICH, New York Filed 
March 8, 1926. Ser. 93,193. 1 claim 

In combination with a gem having grooves 
in the side edges thereof; of a setting there- 
for comprising a frame, a staple carried on 
one side thereof fitting in the groove at one 
side edge of the gem, a key movable in said 
frame and having a tongue thereon adapted 
to engage the groove in the opposite side 


edge of said gem and means in said frame 
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adapted to said key in one position 


engage 





to lock same and correspondingly said gem 
against casual displacement, said last men- 
14-13 
- a 
13-7 4 
3 
tioned means also engaging the last men- 


tioned groove of said setting, as and for the 


purposes described. 

740,432, EXTENSION DEVICE EDWIN 
EF. M. SPEIDEL and KARL C. AUGENSTEIN, 
Cranston, R. I.; said Augenstein assignor 
to said Speidel. Filed Aug. 23, 1928. 
Ser. 801,683. 5 claims. 

A foldable extension device for a wrist 

Watch strap including two sections hinged 
together for folding one on the other, an en- 


gaging member on one section in proximity 
to its free end having a recess facing said 
4a 
A yd /o 
i 
2 
/ 
/ 
ft 





engaging member on 


proximity to 


free end, a cooperating 
the other of said sections in 


free end for entering said recess, means to 
ittach one of said sections to the bar of a 
wrist watch and strap end securing elements 
on the free end of the other of the section 
in alignment. 


1,740,427. WATCH CONSTRUCTION. JOSEPH 
B. KISLINGER, New York, assignor to 
Marie B. Kislinger, New York. Filed 
Aug. 20, 1926. Ser. 130,448. 7 claims 

A watch case body comprising a molded 
part having a recess with an inner wall and 
shoulder for supporting a wall of a watcl 





case and having the wall opposite the recess 
formed to constitute a lens the outer edge 
of: which is located in line with the inner 
shoulder 
1,739,689. FLEXIBLE BAND, CHAIN, OR 
LINKAGE. ALMYR L. NEWMAN, Wat 
wick, R. I. Filed March 2, 1928 Ser. 
258,606 8 claims. 
In a device of the type specified, the com- 
bination of a box-link having a top-portion, 
sides bent at right-angles thereto and bot- 











tom-portions folded inwardly therefrom with 
integral tabs projecting from the bottom 
portions and bent into arcuate shape, a pin 
—- 
k 
an: = 
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riveted through the sides of the box-link at 
the open end thereof and arranged to beat 
against the arcuate tabs to be reinforced 


thereby, a slide-link formed with a relatively 
wide hook at its end adapted to hook around 
the cross-pin in the box-link, a — h-member 
rockably held within the slide ith its ends 
projecting between the salntorcinn tabs in 
position to retain the hook in engagement 
with the cross-pin, and a spring operating on 
the latch to normally hold its end in co- 
operative relation with the hook. 
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DESIGNS 


BRACELET 
Edgewood, R ius 


S0.149 


ALBERT E. R. SPEIDEI 
assignor to Speide 


MARR AD AKAD 
ES ny: 





Bros., Providence, R. I Filed May 17 
1929 Ser. 31,273. Term of patent 3% 
80.137 BROOCH OR SIMILAR ARTICLE 
BERNAT MECHLOVITS, New York Filed 





$2,912 


Term of pat 


80138 1! 


,ROOCH OR 
BERNAT 


SIMILAR 
MECHLOVITS, New 


ARTICLE 
York Filed 





Uet.. 3;; 1929 Ser. 32,930. Term of pat 
ent 14 years 
$0,139 BROOCH OR SIMILAR ARTICLE 


-ERNAT MeECHLé New York Filed 


VITS, 





Oct. 10, 
ent 3% year 

WATCHCASE ARTHUR P. CONANT 
Thomas, Ky., assignor to the Wads 


1929. Ser. 33,000 


Term of pat- 


$0,116 
Fort 





worth Watch Case Co., Dayton, Ky 
Filed Dec. 5, 1927. Ser. 24,390 Term 
of patent 14 years 
United States 
Issue of Dec. 


Trade-Marks 
17, 1929 


The following trade-marks are published 
1 compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907 
Notice of opposition must be filed within 30 


days of this 
Mi U1 ks applied for 
iso’ are registrable 


publication 
under the 10-year 
under the _ provision 


“pro- 


in Clause (b) of Section 5 of said Act as 
imended Feb. 18, 1911. 

As provided by Section i4 of said Act a 
fee of $10 must accompany each notice of 
opposition 
Ser. 291,365 SWITANA WATCH Co., LdOD., 

Grenchen, Switzerland Filed Oct. 21 
1929 


CAWITANA 


For Kinds of Watches and Parts 


Thereof } , y 
Claims use April 5, 1929. 


since 
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Trade Marks Registered Not Subject to 
Opposition 
HOROLOGICAL IN 
Strauss & NEUGASS, 
Filed Sept. 24, 1929 


,200 (CLASS 27 
STRUMENTS.) 
IN« New York 


Ser 290.199 


ESSEN 


For Watchcases. 


Claims use since 


1923 


April 


Trade-Mark Registrations Granted 


265,179 PEWTER WARE NAMELY, 
CUPS BOWLS, DISHES, TRAYS, 
PITCHERS, SALT AND PEPPER 
SHAKERS. THE WEIDLICH BROS. MFG. 
Co., Bridgeport, Conn 

Filed Dec. 11, 1928. Ser. 276,591 Pub- 

lished Oct. 8, 1929. Class 13 

PRINTS 
12,258.—Title A MATTER OF MOMENT. 


For Watches. Marcus & Co., New York. 
Published March 30, 1929. 
12,259.— Title: FOR SHE’LL HAVE RINGS 


ON HER FINGERS. For Rings. Mar- 
cus & Co., New York. Published Aug 
1, 1929. 








Business Inquiries Answered 


(Continued from page 63) 


on his displays there just simply must 
be a few that through curiosity glance 
at the displays, even though they may 
be watching for street cars or buses to 
swish them away as quickly as possible. 

The thought comes from this that by 
making the displays more “popular,” 
more interesting, a larger number will 
consider it worth while turning around 
to see what the jeweler is showing 
“today.” 

There is this to be said of every loca- 
tion of a store. The merchant must 
conduct the business and adopt a policy 
that “fits” the location, or move away. 
It is almost impossible to do business 
with a policy that does not fit the 
location. 

With school children and women form- 
ing the larger percentage of the con- 
gestion in front of this store the jeweler 
should consider making his displays ap- 
peal to these two classes more strongly. 
Children are good advertisers, provided 
they become interested in a_ store 
through its displays. Women will re- 
member displays even though it may be 
inconvenient at the moment to take ad- 
vantage of any special offering made by 
the jeweler. 

Under such circumstances this jeweler 
might also try making his displays over 
the heads of the people, literally above 
the average height of a crowd of people. 
The usual jewelry display is made about 


waist high. It might be possible to 
secure more attention to the displays by 
having a supplementary display high 
enough to attract attention. This part 
of the display may be an entirely 
separate display from the one on the 


floor of the window, or it may be a part 
of it. 
The higher part of the display may 
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consist of decorations and merchandise 
combined. It should be well lighted. In 
fact, a degree of extra light may in itself 
serve to some extent in securing atten 
tion. At any rate, with people standing 
around a window display there is a lot of 
daylight excluded from the window, and 
stronger lights must be used to over- 
come this difficulty. Light has a great 
attraction for the human as well as for 
moths. 

Another thought in connection with 
light is the changing of colors in the 
lighting. There are lighting appliances 
that work automatically, changing the 
colors of the lights constantly. This 
kind of an attraction may have a good 
effect in securing more attention to the 
displays. 

Movement in a window 
another very strong attraction. Prob- 
ably some moving appliance can _ be 
secured that may be seen over the heads 
of the people. It may be in the shape of 
a picture constantly changing before the 
eyes of the people. Such devices are on 
the market and do get attention. It may 
be in the shape of an advertisement, 
with an ever changing wording, similar 
to the running advertisements often seen 
in electric signs. Or it may be a me- 
chanical appliance of an interesting kind 
Such may be procured on a rental basis 


display is 


from some. sources. Flashing lights 
have their uses in a case like this. 
There is still another device that 


might be employed, and that is sound. 
The familiar tapping on the window 
pane will not prove enough, for it is 
probable that almost the same crowd 
gathers daily in front of this store. 
This will necessitate a change of fea- 
tures if it is to work out for the jeweler’s 
benefit. 

The jeweler might employ a phono- 
graph with a loud speaker to address 
the crowd. By making his own records 
he can ask the people to look in the 
window at'some specific article on dis- 
play, or he can advertise the store 
through general allusions to the stock. 
A radio with a loud speaker might be 
employed part of the time to amuse the 
crowd and put it in good humor. 

Naturally, these suggestions are out- 
side the wishes of the exclusive jeweler 
Some of them are not particularly at- 
tractive to any class of jeweler. He may 
well fear the loss of his prestige through 
the use of some of these suggestions. 
But what is he to do? Is he to lose out 


altogether? Is he to see his business go 
begging? 
At the very least the jeweler is in 


] If he cannot 
change conditions in his favor he must 
make the most of them as he finds them. 
If there is a prospect that the crowding 
around his store will eventually be elimi- 
nated he might “hang on” until that de- 
sirable change takes place. But, if that 
prospect does not exist, he must do 
something. It may be a case of “move,”’ 


business to make money. 


“sell out” or “fail” with this jeweler 
However, he will do well to consider 
some of the suggestions given in the 


foregoing before reaching a desperate 
decision. 
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Timekeeping Collections in National 


Museums 
(Continued from page 101) 
founded. There are, too, many other 


Patent Office models of inventions made 
by American watchmakers between 1835 
and 1885. They include a series of stem 
wind and stem set ideas, regulator ideas, 
compensating balances for clocks, and, 
of course, some freakish movements. 
Probably the most perfect and interest- 
ing part of the watch collection to both 
the layman and watchmaker, is the 
series of 30 watches comprising the 
collection of the late James Warren 
Packard, which was bequeathed to the 
Horological Institute of America and 
deposited by this organization in the 
National Museum. A description of this 
collection was given in THE JEWELERS’ 
CIRCULAR some months ago and need not 
be repeated here. 

To assist the layman to a _ better 
understanding of what is involved in the 
manufacture of a modern American 
watch, the Museum collection includes a 
series of objects visualizing the step by 
step processes of the manufacture of 
gears and pinions, balance staffs, plates, 
and hands and also the processes of 
manufacture of enamel dials and non- 
breakable crystals. With this series of 
objects the Museum’s collection ends. 


iy! the acquisition of its 800 time- 
keeping objects the Museum has had 
the finest sort of cooperation expressed 
through the gift or loan of individual 
pieces and collections by private citizens 
and by manufacturers. It was with the 
help of the Elgin Watch Co. that 
the exhibit on the manufacture of 
the modern watch was prepared; and 
it was through the whole hearted co- 
operation of the New Haven Clock Co. 
that the exhibit on the clock and watch 
manufacture of Jerome and his suc- 
cessors was made possible. There are 
many examples of the products of 
American watch companies no longer in 
existence received during their active 
days. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Dec. 21, 1929. 
The U. S. 


Gold 


Assay Office reports: 
bars exchanged for gold 
; $298,133.69 

32,184.53 


Total prtitind $330,318.22 


Gold bars paid depositors... 


Of this gold bars exchanged for gold 


coins are reported as follows: 


Date Eaechange 
Dec 1¢ $75,939.86 
56,465.66 

18 me 55,472.39 

19 39,581.55 





$298,133.69 
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Special Notices. 

Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
eharge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 


Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 








bookkeepers, typists, 


Fulton Agency, 
New York. 


STENOGRAPHERS, 
ks furnished, no charge. 
93 Nass: Cort. 5051, 


ler 
cle! 


iu St., 


SETTER, 14 


work 


JEWELER AND DIAMOND 


years’ experience on all classes of 
and ome platinum manufacturing Ad- 
dress “M., 499,” care Jewelers’ Circular. 


extensive following in New 
manufacturer’s line to re- 
references. Address “H., 
Circular. 


SALESMAN with 
England desires 

il jeweler; best 
Jewelers’ 





are 


EXPERIENCED WATCHMAKER ; high 





grade work, Swiss and Americar part 

time or steady: good salesmar references 

Hite, West 101ist St., New York 
DESIGNER AND MODELER on fine plati- 











num jewelry desires a position with a re- 
liable concern best of references. Ad- 

dress “Q., 58 care Jewelers’ Circular. 
ENAMELER, practical man on high class 
enamel goods, one who can produce results 
la rea way Address “E., 649,” care 

Jeweler 5 Cire ular 

JEWELRY ENGRAVER and diamond setter 
on fine platinum jewelry and white gold. 
graver,’’ 301 West 96th St., 


Addre “EI 





WATCHMAKER would like a change in 
Florida have 17 years’ experience all 
grades wrist and other watches. Address 
“Watchmaker, 683,” care Jewelers’ Circular 














BOOKKEEPER, YOUNG LADY, ten year 
experience, watch concern, full charge 
excellent references. Address “H., 660 
care Jewelers’ Circulat 





WATCHMAKER, 





experience, 29 years ot age married, d 
sires position with reliable conce1 \ 
dress “Q., 670,” care Jewelers’ Cir 

YOUNG MAN, experienced retail salesman 
eeks connection with a reliable conc 
catering to i select clientele Addre 
‘T., 677,” care Jewelers’ Circular 


SALESMAN with credit 





18 years’ experience, 3 
capable < 
and wrist watches; reliable 
permanent only 

Jewelers’ Circular 


“HMAKER 


WAT 
I accurate ; 


narried 
railroad 
references ; 
364,”" care 





having long 
store buyers, 
territory, wot 
manufacturer 
Jewelers’ Circular 


SALESMAN, 
department 
Middle West 
nect with a 
liable 481,” 


retail 
ild 


are 
. care 


JEWELRY STORE MANAGER, high 


a 
includin 


15 years’ executive experience 
financial ; age 40, married; salary $100 per 
week. afore "R. XY. &, G21," 


Jewelers’ Circular. 





VERY CAPABLE §salesmar nd watcl 
aker, desires positior n either capa 
with high grade store handling best f 
eign and domestic watche Addre H 
601,’ care Jewelers’ Circular 


SALESMAN, loose and bur 





DIAMOND al 
rings, available January lst: extensive ( 
lowing 18 years’ experience oO! \ 
established concerns need reply Add 
“J. H. G., 608,” care Jeweler Circu 

WHO CAN USE services of young man 
Christiar educated, understand hand 
of records, typist, knowledge of watcl 
work Address “O., 632 care Jewels 


Circular 


YOUNG MAN, 26, ten years’ wholesale ex 


perience watch and diamond ry 
desire onnection with reputab oO! 
Zatior best references fur hed Ad 


‘P., 633,” care Jewelers’ Circular 


WATCHMAKER, 15 vears experience 
S\ 


W and American salesmal casi I 
credit store experience best refere! 
ike offer Address “H., 655.” care Je 
ers Circular 
YOUNG MAN, 26, desires per nent } 
wit! ite! mporter capable of tal 
char of repair department best re 
. Perey Grossman, 1470 Carroll S 


Brookly1 ie 


ALERT YOUNG MAN, 21, tall, well kept ay 


pearance jewelry experience desire¢ 
change with reliable jewelry concer! 
preferably opportunity to sell on road Ad 
dress “C., 686,’ care Jewelers’ Circular 





BOOKKEEPER AND 
four ars’ business 


onscientious worker; 


ve ience efficient 


expel 


salary $28 to $3 





acquaintance wit] 


STENOGRAPHER 


f repairing 
best 


Address “X., 


Call Berkshire 10036 after 6 P. M., or wr 
“G., 447,”’ care Jewelers’ Circular 

YOUNG MAN OF 20, familiar with jewelry 
business, seeks connection with reliable 


wholesale or retail 


concern, ‘ 
Address “V., 678 care Jewele! 


future. 
Circular. 


AFTER JANUARY 1ST a young man, ex 
perienced retail salesman, will be on the 
lookout for a permanent position with a 


establishment Address *“Q 


reputable 
7 Jewelers’ Circular 


674,”’ care 


December 26, 1929 





YOUNG MAN, retail salesman, experienced 
dressing windows and writing show cards, 
desires connection with a progressive con 
er! Address “S., 676,’ care Jewelers 


Circular. 


PAWNBROKER’S counter and salesman, 14 


! experience, wishes permanent con 
nectior loan office or jewelry store, local 

out of town. Address ‘“A., 680,’’ care 
Jewele! Circular. 





MAN 


ilesmat 


OF experienced as retail 
seeks connection with a reputabl. 
action and not with a morgue as 
store is today. Addrs “a 
welers’ Circular. 


re ot 
average Ss 


67 ”" care Je 


MANAGER, 28, eight years’ experience 


ading watch importers, capable, and 
fraid of work, would like to connect with 

live wire watch importer. Address ‘‘W 
679,” care Jewelers’ Circular. 











SALESMAN, retail, Christian, 14 years’ ex 
erience, desires permanent position with 
re ible concern handling trade of the 
ter class. Address “K., 664,” care 
Jewele! Circular 
SUPERSALESMAN, nine years’ Eastern 
traveling experience, well acquainted job- 
bers, premium, syndicate and department 
store buyers, open for immediate engage- 
ment Address ‘‘Well-Known, 277,” care 
Jewelers’ Circular 
SALESMAN, extensive ollowing, large and 
mall towns, Middle West, South and Pa 


ific desires 


would 


Coast, 


lerences 


connection; highest 
entertain territory 








headquarters Address “Z 240,” care 
Jewelers’ Circular. 

NG MAN, 2 five years’ jewelry selling 

! , seel position as junior sales 

t work with and under senior sales 

familiar with Middle West territory 

A ! Address “L., 574,” care 
Jewelers’ Circular 

NGRAVEI AND SALESMAN, desires per 

! nt positior with first class retail 

January st; 25 years’ experience 

ed excellent references; state full 

1 ula n reply Louis A. Frauenhoff 

La Fayette St., Aurora, III 





WISS WATCHMAKER, 33 years old, 22 
! experience, wishes position in Cal 
KF lorid at present manages ow! 
Minnesota ‘an furnish A-1 ref 
\ddres your mail to “D 640 
Jewelers’ Circular 





and one-half 


19, two h 
jewelry bu 


YOUNG MAN, ag : 
eal n retail 


experience 


desires position with opportunity t 

reputabl wholesale or reta 

er! Address “A., 646,’ care Jewelers 
reula! 











\ RAVELER Michigan desires to con 
witl medium priced line of gold 
welry Yr @ State and Northern Ohio 
I have a following and am known to many 
man icturers and jobbers. Address 

I §42 re Jewelers’ Circular 
WATCHMAKER, MECHANIC, 38, open for 


permanent position; 23 years’ experience 

n all grades and sizes; references on hand 
last 14 years; New York or surround- 

ngs Address “B., 403,” care Jewelers’ 

. ' 

(ircular. 





TRAVELING SALESMAN with following for 
vears among retailers of Middle West and 
Northwest, is open for proposition from 


house for 1930 Ad- 
1104 Heyworth Bldg., 


wholesale 
“Circular, 189,’’ 


first 


class 


dress 
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SITUATIONS WANTED—Continued 








SALESMAN, 15 years’ experience in New 
York City, suburbs and road, wishes to 
represent manufacturer of strong line of 


rings, jewelry or costume jewelry, popular 
prices. Address “P., 673,” care Jewelers 
Circular. 


SNAPPY LINED 
marcasite 
west; department 
commission, mod 


Address “O., 


DESIRES 
novelties, 


SALESMAN 
Pewter enameled 
jewelry, large cities 
stores, large retailers; 
erate drawing; references. 
572,”’ care Jewelers’ Circular. 


672, 


Al WATCHMAKER, 
plain engraver, diamond 


best of reference; 22 years’ 


clockmaker, jeweler, 

setter, age 36; 
experience 

work; $50 a 


I am sure you will like my 
week. J. M. Rojas, 131 W. 116th St., New 
York. 

CAN YOU USE good right hand man, age 
28, married, 11 years’ diversified jewelry 
experience, three years on road, capable 
adjusting himself to your particular re 
quirements quickly Address “B., 681,” 


care Jewelers’ Circular. 





SALESMAN, pleasing personality, intelligent 


and plenty of energy; 15 years’ road ex- 
perience have sold 300 of the leading 
jewelers and department stores in Penn- 
sylvania, Ohio, West Virginia and Michi 
gan Address “R., 586,” care Jewelers’ 


Circular. 





MANAGER, or watchmaker, jeweler, dia- 
mond setter, window trimmer, credit man, 
splendid salesman, thoroughly familiar in 
all departments, age 3 best of refer- 
ences, 15 years of experience, wishes to 

change by January lst. Address 

“H., 564,” care Jewelers’ Circular. 





WATCHMAKER, 15 years’ experience. on 
high grade Swiss bracelet and American 
railroad watches, wants a permanent posi- 





tion where high grade repairing is ap- 
preciated; can furnish best references. 
“Watchmaker,” 312 North Market St., 
Frederick, Md. 

JEWELER, ENGRAVER, and stone setter, 
a good steady and reliable workman; re- 
tail store: South preferred; married: fur 
nish best references including present em 
ployer who is retiring; give full particu- 
lars, Address “V., 615,” care Jewelers’ 
Circular. 


engraver, stone 
on bracelet and 
pleasing personality, 
with experience, highest references, 
desires change in January; state salary 
position affords Fred McAtee, 230 W. 4th 
St., Faribault, Minn 


watchmaker, 
fine 


FIRST CLASS 
setter and jeweler, 
railroad watches, 


store 





A HIGH CLASS retail jewelry salesman, 
watchmaker and engraver, with an optical 
license for Ohio, desires a permanent posi- 
tion with a good firm, in any or all 
branches, after Jan. lst; capable of tak 





ing complete charge. Address “E., 641,” 
care Jewelers’ Circular. 
SALESMAN for Southern territory and 


coast if desired, in close personal 
touch with jewelers, desires a good selling 
line platinum mountings, brooches, pe nd 
ants, bracelets, or platinum top articles as 
above Address ‘“J., 656,” care Jewelers’ 


Circular. 


Pacific 


WATCHMAKER, SALESMAN and jewelry 

repairman, ten years at bench, three years 
man; young man; thoroughly 
pleasant personality; good edu- 
wishes to make change; only first 


as front 
capable; 


cation 7 I 
class store; advancement; front job pre- 
ferred: finest references. Address “F 


652.” care Jewelers’ Circular. 





SALESMAN, at liberty January Ist, for one 
large reliable line; have sold all the very 
best trade in whole South and Texas fo 
18 years and have excellent following; 
have sold mountings, diamond goods, stone 
rings, silverware and watches; very best 
references. Address ‘‘M., 667,” care Jewel 

ers’ Circular. 


SALESMAN, experienced loose diamonds 


calling on best retail trade, South, 
Southwest and Middle West, wishes 
connection with reliable firm. Address 


reply ““M., 658,” care Jewelers’ Cir- 


cular. 





‘RAVELING SALESMAN with experience 
in watches, diamonds, platinum and whit« 
gold ring mountings, rings and regula: 
jewelry lines, now ready to make new con 
nection for Southern territory; only first 
class lines and manufacturers of good 
reputation need apply; good _ reference 
furnished. . Jewel 


Address “P., 669,” care 
ers’ Circular. 





MANAGER AND BUYER, 16 years’ experi- 
ence as manager, buyer, advertising and 
collections; thoroughly understand every 
department of instalment, merchandising 
and collections; highest references as to 
integrity and ability: only permanent posi- 
tions considered; South only. Address 
Fred B. Lee, 208 E. Cheeves St., Florence, 
Ss. C. 





PRODUCTION MAN, foreman with many 
years’ experience in various branches of 
the jewelry trade, is open for immediate 
connection; having had charge of produc- 
tion of ring mountings of all descriptions ; 
progressive man capable of originating 
new ideas, organizing plant and assuming 
full charge. Address “A., 560,” care 
Jewelers’ Circular. 





SALESMAN WANTS POSITION; general 
jewelry, ring or mounted diamond line ; 
knows every buyer personally from 
Pittsburgh, through entire Mid-West; 
number of past years steadily with well 
known old established house; reasons 
for change. Address “J., 692,” care 
Jewelers’ Circular. 








Lines Wanted. 


5c. a word; minimum charge, $1.25 








and mount- 
commission 
Address “H., 


WANTED, platinum, gold ring 
ing line, for western states; 
basis; references exchanged. 
528,” care Jewelers’ Circular. 





LINE; 
York ; 


Post 


COMPLETE 
New England, 
would also be 
Office Box 286, 


AMERICAN WATCH 
and Northern New 
interested in other lines 
Northampton, Mass 





SALES ORGANIZATION selling to jobbers, 
manufacturers and large instalment users, 
desires lines for 1930; Headquarters, Chi- 
cago, Ill Address “Circular, 187,’’ 1104 
Heyworth Bldg., Chicago. 





WANT MANUFACTURER’S' LINE for 
Pacific Coast; commission basis; have 
covered territory many years; have large 
following; good references. Address “G., 


527,” care Jewelers’ Circular. 





WANTED, line fine popular priced platinum 
goods or white gold; territory West and 
South of Chicago; have unusually large 
following; covering territory steady past 
20 years. Address “Q., 510,” care Jewel- 
ers’ Circular. 


SALES ORGANIZATION desires side lines 
from manufacturers selling direct to 
instalment and retail trade. Harry 
Lesch, 1104 Heyworth Bldg., Chicago. 


REPRESENTATIVE with 
will be East in Jan- 
platinum, ring and 
only well rated 

Address “A - 


PACIFIC COAST 
office in Los Angeles, 
uary to negotiate for 
high grade novelty lines; 
concerns will be considered 
553,” care Jewelers’ Circular. 





TRAVELING SALESMAN, many years’ ex 


perience with strong following west of 
New York State, open for connections; will 
consider diamonds, rings, mountings, high 
grade costume jewelry. Address “D., 687,” 
care Jewelers’ Circular. 





REPRESENTATIVE _ representation; 
manufacturers and importers who 
desire to have their merchandise repre- 
sented thoroughly and proficiently in 
Chicago and surrounding territory ad- 
dress “Circular, 190,” 1104 Heyworth 
Bldg., Chicago. 


FOR 1930, two or three high class, non-com- 
petitive, factory lines ; headquartering 
Kansas City: will solicit the better retail 
gift and department store trade in Missouri, 
Kansas and Oklahoma; prefer straight 
commission plan. Address “G., 654,” care 
Jewelers’ Circular. 


SALESMAN, 15 years’ travel in South. 
established trade, open January first 
for some well advertised Swiss watch 
line or some novelty jewelry line; 
would consider general line jewelry 
with American watches. Address “J.. 
639,” care Jewelers’ Circular. 











Side Lines. 


Se. a word; minimum charge, $1.25 








CHARLES M. LEVY & SON, 40 West 
48th Street, New York City, has open- 
ing for real salesman, Southern terri- 
tory, to sell their complete line of 18k 
white gold wedding rings direct to the 
retailer. 





SALESMAN with established trade, al 
follow up our accounts, for a fine line of 
platinum ring mountings and watch eas¢ 


as side line, to travel South and Wester 


States to coast; drawing against commis 


sions; only experienced man who can show 
past results with same kind of line: very 
good opportunity for the right man to 
make good; state all details in first letter 
ill communications confidential. Addre 


“K., 665,” care Jewelers’ Circular 





ONE OF THE EXCLUSIVE ring houses 
has an opening in the Southern States 
for a live wire salesman with a follow- 
ing among the better retailers to carry 
their line as a side line on straight 
commission ; only men with two or less 
conflicting lines need apply. Address 
“*J., 662,” care Jewelers’ Circular. 














Help Wanted. 


Se. a word; minimum charge, $1.25 








AT ONCE, WATCHMAKER who can en- 
grave and set diamonds; steady position. 


Christensen-Garing, 


Inc., Cheyenne, Wyo 


(Special Notices continued on page 108) 
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Special Notices. 


(Continued om page 107) 








HELP WANTED—Continued 
represent established whole- 
house; traveling Southern 


“A.. 335,” care Jewelers’ 


SALESMAN to 
jewelry 
States. Address 
Circular 


sale 














BOOKKEEPER, STENOGRAPHER, capabl 
to take harge of office; experience neces 
sary good position Address “K., 612,” 
care Jewelers’ Circular. 

WANTED first class combination jeweler 
and watchmaker; permanent position; ex 
cellent working conditions: give all details 
Addres D., 647.”"" care Jewel ’ Circular 

TRAVELING SALESMAN WANTED: good 
territory good line well known house 
Henry Paulson & Co., 37 S. Wabash Ave 
Cr 2 Il) 

JEWELE!I uughly experienced in the 
making of fine modern white gold rings 

able of managing producti of same 
ip re g own design Ad 
ire ‘E., ¢ are Jewelers’ Circular 

SALESMAN ) platinum line of 
mountings ? Middle West 

dr ymmission ; must 
é only those th 
had rt € ‘ ipplys Address 
K ( veler Circular 
WATCH CAS S ESMA> . 
tal hed tf high grade ladle i 
t £ \ h ises nust have «¢ 
tr t ter « S vyatch }j be 
N Yor Philadelp! B A 


GOTHIC JAR-PROOF WATCH CO., 21 
West 46th St., New York, desire addi- 
tional salesman; replies strictly con- 
fidential. 


YOUNG MAN to learn credit jewelry 


ness; previous experience n jewelry store 
preferred; salary $18 and commutation to 
start; store located 30 minutes from New 
York; opportunity for bright young ma) 
Address “O., 668,’ care Jeweler Cireulai 


WATCH SALESMEN; reputable importer 
requires two additional representatives 
who have large following; full details, 


your experience with application. Ad- 
dress ““G., 688," care Jewelers’ Cir- 
cular. 
WANTED SALESMAN t irr complete 
and attr: ne jewel! LS¢ paper 
xes, fla é t ell department 
ore and ret trade ple e mention te! 
ritory covered b ippl nt our pla 
New Yt Addr Gc. 6 
Jewele! 


SALESMEN to carry very high grade line 
of marcasite jewelry and enameled nov- 
elties; Middle West and South open; 
house well known; merchandise estab- 
lished with leading stores in territories. 
Address “‘A., 618,” care Jewelers’ Cir- 
cular. 





SALESMAN WANTED January Ist for 
New York territory jobbing trade, to 
handle well-known line of compacts, 
vanities, cigarette cases, and lighter 
sets; new and attractive items that 
have been added to this line for Spring 
business, wil! make it one of the fast- 


est selling lines of its kind on _ the 
market; commission basis with draw- 


ing account to right man; communica- 
tions confidential. The Fillkwik Com- 
pany, Attleboro, Massachusetts. 


FIRST CLASS DIAMOND 












for a permanent position 

fine platinum as well as 

prefer married man who " 

steady year-round positio 

ern city give reference 

letter Address “A., 5§ 

Circular 

SALESMAN we desire te vestig 

iVailability of a high-cla energetic sa 

man, to operate fr our New York of! 
lling our precious metal product te 
inufacturing 1d jobbing jewel trad 
n New York City and vicinity gentle 

man of refinement and dependal vy is 1 

required: there San exc pport 

Lor permanent adval ement I 

and ag Ss é 

experience 12 nad i! The H 

Wilson Co., 97 Chestnut St Ni | p 





STORE MANAGERS; further expansion 
of our stores makes available in Janu- 
ary and February several excellent 
positions for store managers; to be 
favorably considered applicants must 
have a background of thorough experi- 


ence in instalment store operations; 
those qualifying will be placed in 


positions offering opportunities to ad- 
vance and expand their earning capaci- 
ties; correspondence confidential. Beck 
Jewelry Enterprises, Victoria Bldg., St. 
Louis, Mo. 





JEWELRY 





For Sale. 


Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 








SHOP completely 
cluding drop hammer, also 
semi-precious stones; sacrifice; 


equipped in- 
models and 
cheap rent. 








Room 706, 36 West 47th St., New York 
Telephone Cathedral 5359. 

JEWELRY AND NOVELTY STORE for 
sale; located in the Bronx; fine fixtures 
will sell with or without stock: excellent 
trade: established. Address “W., 516,” 
care Jewelers’ Circular. 

GOOD PAYING small jewelry store; must 


leave town first of the year; will sacri- 
Gleicer, 101 W. 45th St... New 


fice. 


York. 





ONE OF THE FINEST jewelry stores in 
New Hampshire; established 25 years 
owner retiring; unusual opportunity for 


good watchmaker: up to date city of 15,000 


inhabitants. Address “S. M. B., 466,’ care 
Jewelers’ Circular. 

FOR SALE IN HAVANA, with 600,000 pop- 
ulation, in the most central location, well 
known jewelry and high class novelty 


establishment; selling over $3,000 monthly, 
and $700 watch repairing: owner retiring 
from business; no intermediaries. Address 
“T., 424," care Jewelers’ Circular. 


December 26, 1929 





‘OR SALE, up-to-date jewelry store in Mil- 

waukee, Wis.; can buy with or without 
building; has railroad inspection; up-to- 
date fixtures, clean stock; good income; 
established in 1914; located on good busi- 
ness street; selling because of ill health. 
For further particulars write “A., 266,” 
care Jewelers’ Circular. 





‘STABLISHED 30 YEARS, pawn shop 
and jewelry store in natural location 
on one of Cleveland’s best streets; will 
sell with or without stock; good loan; 
business good, but must sell on account 


of bad health; owner can make not 
less than $20,000 annually; don’t 


answer unless you can pay cash. Henry 
Rotbart, 1804 E. Ninth St., Cleveland, 
Ohio. 








For Dale. 


Tools, Equipments, Merchandise 
5e. a word; minimum charge, $1.25 








SAFE SUITABLE FOR JEWELER, bar- 
gain. Martin, 193 Centre St., New 
York. Canal 2795. 





SAFES, burglar and fireproof, at unheard 
of prices; terms to suit. Acme, 44 
West 29th St., New York. Bogardus 

3959 


Dada 





EXTRA FINE FIXTURES, two safes and 
entire equipment of one of Miami’s 
best jewelry stores, for sale’ very 
cheap; deliverable about January 15th. 
Address Hess & Slager, 138 East 
Flagler St., Miami, Florida; photo on 
request. 











Business Opportunities. 


5c. a word; minimum charge, $1.25 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 


tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 





MR. JEWELER, do you want cash for your 
stocks and fixtures. Write or wire, J. A. 
omn., 415 Swetland Building, Cleveland, 
6) oO. 





HIGHEST CASH PRICES PAID for dia- 
monds and diamond jewelry; bank 
references given. I. Efrus, Inc., 12 
John St., New York. 


DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 





ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 


Boston, Mass. 








WANTED, | live wire salesman for credit 
store; permanent position to right party; 
must be able to invest $2,000 or more in 
orporation; salary and commission; state 
full particulars Address “B., 638,” care 


Circular. 


Jewelers’ 
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BUSINESS OPPORTUNITIES—Cont. | 








I HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 





positive buyer # you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 

WILL SELL PART INTEREST in jewelry 
and optical store; will retain optical, but 
jewelry real opportunity for watchmaker ; 





plenty repairs; price very reasonable; on 
main street. Address “N., 666,” care 
Jewelers’ Circular. 





WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, II. 





HIGHEST CASH PRICES PAID for your 
surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 





fidential. Emil Noel, 29 E. Madison St., 
Chicago, Il. 
WE PAY MORE; before selling your 


jewelry stock or fixtures, see us; small 
er large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 





ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
and fixtures; 


part of jewelry, diamonds | 
communicate with us, it will be to your | 
advantage; rating and references of the 
highest order. Van Praag & Co., 653 


3roadway, New York, established 1889. 





ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent | 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Mallers 
Bldg., Chicago, III. 





DO YOU WANT TO REALIZE MORE for 
your entire stock and fixtures? Then sell 
out compketely to us, get your cash and 


it is the only logical way; you can 
our many years’ experience | 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence : 


retire; 
profit from 





ship your dead or surplus stock to us, 
express collect and realize the cash by 
return mail; remember that you are under 
no obligation to keep the check if it is 
not satisfactory; but others have bee 
satisfied, so no doubt you will be too: 
bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and receive your. cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass. 


Special Order Work and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 














GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 








A ILREIOR ont 


Match Work for the Trade. 


Se. a word; minimum charge, $1.25 











QUALITY-SERVICE railroad and bracelet 
watch repairing; 35 years as_ watch- 
maker and factory foreman and formerly 
head instructor of watchmaking for the 
College of the City of New York. William 
Bold, 551 W. 152nd St., New York City. 








JEWELERS’ GOOD WATCH WORK, eicht- 
day service; watch repairing to the trade 
not how cheap, but how good; mail orders 
promptly taken care of: price list on re 
quest; estimates cheerfully given. Mem 
bers National Jewelers Board of Trade. 
Chas. Rudnick & Co., Successors to S. A. 
Peck & Co., 29 E. Madison St., Chicago, T1l. 


WANTED: 


Experienced Salesmen 
Three sales territories 
for 1930. Give full details of 


your experience. 


open 


WATSON COMPANY 
Attleboro, Mass. 

















To Let. | 


5e. a word; minimum charge, $1.25 








WILL SUBLET PART OF OFFICE, fur- 
nished or unfurnished; unobstructed north 
light, suitable for diamond dealer. Apply 
Rudolph Schweiger, Room 1609, 48 West 
48th St.. New York. 











OFFICE TO LET, 11x36, with private office; 
best north light suitable for diamonds; 
will rent furnished or unfurnished or sell 
safe and new fixtures at sacrifice. Inquire 
Superintendent, 10 W. 47th St., New York. 








TO LET, OFFICE SPACE approximately 
1000 sq. ft.; also smaller office 600 sq. ft.: 
very desirable; reasonable rental. Joseph 
Fahys & Co., 5th Floor, 20 W. 47th St., 
New York | 

| 

OFFICE TO SUBLET. equipped with finest | 
f fixtures, 300 sq feet, corner, five large 
windows retiring from business; cheap | 
rental fixtures at a_ sacrifice Inquire 
Room 1210, 48 West 48th St., New York. 








##liscellaneous. 


5c. a word; minimum charge, $1.25 








WATCHMAKERS, increase your. ability 
through the highly recommended books: 
“Rules and Practice for Adjusting 
Watches,” and “Practical Balance and 
Hairspring Work;” circulars on request. 
Walter Kleinlein, Waltham, Mass. 











Fill Your Wants 


BY TELLING THEM 


For 5 cents a word you can solve many 


of your problems—obtain help, sell your 
store, sell your stock, rent your store or 


a partner, get capital, buy 
— everything needing pub. 





obtain 
stock or tools 


space, 


licity. 


Advertise Here on These Pages 


Tue Jewevers’ Crrcutar reaches the peo- 
ple you like to do business with. 








We Will Buy-- 


your entire business or part 
of your stock and also estates, 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 


BROOKLYN 


PURCHASING SYNDICATE 


FRANK WALKER, PROPRIETOR 
610 Broadway Brooklyn, N. Y. 


32 Years at the Same Address 


























THE WASHBURN 
MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 


“i 





Now Made in 


18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R P.—Sterling 


2 en 
SAFETY CATCH J 
Open For Brooches, etc. Closed 
18K. White. 18K., 14K., Large and Small Size. 


LVescriptive Circular on Application 


Pearl Drilling, Stringing and Adj. a Speciaity 


Special Order Work and Repairing 
C. IRVING WASHBURN [2 Fulton St. 











a 











Office: 107% 
JEWELRY 
AUC ‘TION EER 

MILTON B. WITT 
FARGO, N. DAK. 


yf , ’ 
VU erchant Bank, or 
} ] 


Royal ewelers Fargo. 


435 Broadway 


Phone 


Kejerences 














Buyers’ Directory 
$1.00 Postpaid 
Jewelers Publishing Corp. 
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WARREN H. BROKAW (.s.c veweiry trade 


Auctioneer for high class legitimate retail jewelers only. 





Integrity and ability unquestioned. Satisfactory results always. 


I am fortunate in having a connection with two Jewelry Auctioneers of 
national reputation and with this combination of talent am able to conduct 
the sales of the largest and finest stocks. 


References furnished from leading jobbers, wholesalers, manufacturers, 
retailers, Jewelers’ Circular, and members of the Jewelers Board of Trade. 








If you want the best results, write or wire. 
W. H. BROKAW 


W. H. BROKAW, 14 Maiden Lane (°° ‘ine’ °), New York 
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WEDD! NG RIN G S | BRAXMAR BADGES 











THE CHANGEASBL E RING 


A beautiful combination of the single 

row dis amond guard ring with the various STANDARD FOR FIFTY YEARS 
and ore colorful calibre bands Of 

sir Ry revolving construction—instantly 

adjustable for numerous occasions Pat ° ° — 

U.S. A. Police—Fire—Municipal 


Badges in All Metals 





Overlays Baguette-Like 





01 i — wetding rings, cov- The only ring that mounts 
vit h the Klass & Com- any size and number of FRATERNAL JEWELRY 
pany pl lations or 18 K. 5 . round diamonds SQUARE 
white gold  shells—guaran- Seite It meets the present demani 
teed to be the original ring . for baguette wedding rings 
received with inside engrav- at the price of a_ regular 
ing and stamping unde- wedding band Pat. U. 8S. A ad G. BRAXMAR CO. 


. KLASS & CO. 242 W. 55th ST. NEW YORK 


Manufacturing Jewelers 

Platinum Mountings, Wedding Rings 

and aa Orders. 

49 MAIDEN LANE Tel. John 5892 











NEW YORK 


























SOLID GOLD AND GOLD PLATE 


Fountain Pens, Pencils 
from $.15 each and up 


Elgin, Waltham, Hamilton, Howard watches 7 te 21 
jewels Write for catalog. 


NASSAU PEN & PENCIL CORP. 
111 NASSAU ST., NEW YORK CLTY 


COLLECTIONS ADJUSTMENTS 
FINANCING 


Activities Restricted to the Jewelry Industry— 











Bonded Representatives from Coast to Coast 














MAXIMUM SERVICE MIMIMUM COST , . 
™ Protection Ring Guard 
For thin rings get our num- 
JEWELERS ADJUSTMENT BUREAU ber 0. It is a new addition 
to our regular sizes. 
17 JOHN STREET The Lion Safety Pin Clutch Co. 
corttanoT } 398 NEW YORK °rerd, ©. wokters 20 W. 22nd St., New York Pat. May 35, 1920 























<a SEND US YOUR SPECIAL ORDERS FOR FASE PRACTICAL COURSE IN ADJUSTING 


MS~-BAD — 
MBE DAL Sees = 


SCHOOL - COLLEGE & FRATERNITY PINS JEWELERS PUBLISHING CORPORATION, 




















INTERBORO MEDAL & BADGE CO., 303 4th Ave., New York 389 West th St. New F 











WALLACE PmERVERS MIT HS 











ERG NO GO 


Here we are, right at the end of another year. Just 
the moment to thank every jeweler for his cooperation during 1929, 


and a good time to think calmly over the past and to plan for 1930. 


First of all, let’s take a glance backward. The two new patterns, 
Rhythm and Mode, were enthusiastically received by the buying 
public. Proof that people like the Wallace interpretations of the 
modern manner! During the year, merchandising plans of Wallace 
such as “The Friendship Collection” and the “Rhythm Re-Sale 
Plan” proved themselves valuable sales aids. Handsome booklets 
did their part in putting over the idea of style in silver to your 
customers. 

Now for 1930! Wallace national advertising will continue to 
stress the smartness of good taste and bring more customers to every 
Wallace dealer. More and more merchandising helps are planned 
and Wallace artists are busy now creating handsome new designs in 
Sterling, Plate and Pewter. 

We wish to assure every jeweler that Wallace is planning to do 
everything possible in 1930 to make the wish for a prosperous 1930 


come true! 


R. WALLACE & SONS MFG. CO. 
Silversmiths —Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 
Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter . . . . « «© + «© « « « « Founded in 1835. 


MeMBERS OF THE STE RL. he Si vee Set f Rs GuILD O F AMERICA 











CRESTWOOD TRAY 


Jales ~ Plussers 
tn 


COMMUNITY PLATE 





HE best things in life are free’—and the best See the NEW items. 
news in silverware circles is right here, free. sure-fire hits. And 
The four striking containers shown on this page. from two proven pullers 
now on will be given FREE. Free to you, and free to 
your customers. Free—to build your sales. Free —to FREE! 
build your profits. Use them. ° 


umes ONEIDA COMMUNITY STUDIOS...ONEIDAQ I. —— 











